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For the room her daughter will love...Eve Arden chooses the 








Craftwall has that genuine hand-rubbed 
look—professionally pre-finished to give 
the most durable, stain-resistant wood 
finish known. Every “plank” is hand- 
selected to show rich, natural grain! You 
can supply hardwood Craftwall for an 


8’x12’ wall for approximately $60. 


Today, more than ever, your customers are 
aware of Craftwall wood paneling. They 
see beautiful rooms, like this attractive 
birch-paneled bedroom, in Craftwall ad- 
vertisements in Better Homes and Gardens, 
Newsweek, and other leading magazines. 
They, too, want this richness and distinction 
in their new homes, or for remodeling. 
Home owners, and home builders, will ask 
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In planning her new California home, tele- 
vision star Eve Arden wanted a partic- 
ularly charming room for her older 
daughter Liza. Using lovely Craftwall 
birch paneling she combines teen-age 
informality with feminine daintiness. 


Crayon, nail polish, even ink in the grooves won't stain it. Craftwall wipes clean . .. needs no care. 


you about Craftwall. Show them Craftwall’s 
nine different woods: E/m, two kinds of 
Birch ... Maple, Cherry, Oak ... Walnut, 
Mahogany or Knotty Pine. Tell them how 
easy Craftwall’s 4” modular panels, 
(48”x96”, 48”x84”, 32”x64”, 16”x96” and 
longer), are to use with nails or Roddis 
Contact Cement. 


Craftwall’s tough factory finish resists 
abuse, cleans easily with a damp cloth. 
Stays beautiful without waxing. And 
Roddis guarantees Craftwall for the life 
of the installation . . . in writing! Send for 
complete Craftwall details and sales aids 
today. (In New York, visit Roddis’ Rocke- 
feller Center Showroom, 620 Fifth Ave.) 


Roddis also offers custom Hardwood Paneling . . . Doors... 
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Roddis Plywood Corp., Dept. AL-1257, 

Marshfield, Wisconsin 

Please send me the Dealers’ Fact File on Craftwall 
wood paneling. 


Name 
Firm 
Address 


City 

















Lyle Talbot stars in Truscon’s brilliant color film, “The Hole In The Wall,” produced expressly for the 0. M.!. program. 


O.M.I. means “Dough-Re-Mi” 
to TRUSCON Dealers... 


“O.M.I.”"— Order Makers Institute, is a dynamic Truscon 
sales development program designed to equip dealers 
with facts and tools to build greater sales all during 
competitive 1958. It helps salesmen become “order 
makers” instead of “order takers.” 


In the program, Lyle Talbot, motion picture star 
turned narrator, gets right down to details about 
Truscon Windows and Doors--information that is of 
real value to merchandising and sales. But, O.M.I. is 
only a small part of the Truscon dealer story. 


First, .. . Truscon has the dealer products: Steel 
Windows, Steel and Aluminum Casements and 
Projected Windows, Aluminum Awning Windows, 


® 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL 


Youngstown 1, Ohio 


A NAME YOU CAN BUILD ON 


eeeeeeeeeeeeeeeeeeeeeeees 


Interior Steel Doors, Metal Lath and Accessories. 


Second... Truscon has the dealer facilities: 23 Truscon 
warehouses conveniently located throughout the 
couatry assuring dealers same-day shipments out of 
warehouse stocks. 


And, Third . . . Truscon has the dealer program: O.M.I1., 
the largest and most complete sales training program 
ever presented to building products dealers, plus liberal 
cooperative advertising, national advertising, direct 
mail programs, other sales aids. 


Want to learn more about Truscon Products, Facili- 
ties, Program? . . . send coupon today! 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL CORPORATION 
DEPT. C-4930 
1058 ALBERT STREET, YOUNGSTOWN 1, OHIO 
Yes, I want to learn more about Truscon Products, Facilities, 
and Program. Please send literature: 
0 Truscon Building Products 0 Truscon O.M.I. 
0 Truscon Full-Time Warehouse Support 
Name Title 
Firm 
Address. 
<a 


_Zone__ State. 








4 Big Plants and 9 Complete Distribution 
Centers to Serve the HANNA Dealer 


Grand 
Rapids, Mich. @ 


®@ Indianapolis, Ind. 


® Louisville, Ky. 


Charlotte, N. C. 


f HANNA 
ge PAINT 
®@ Atlanta*Gg:- FACTORIES 


le; peegnenn, Ala. @ [ANNA PAINT 
WAREHOUSES 

& DISTRIBUTING 

CENTERS 


@ Jackson, siasat 


Albuquerque, N.M. 
@ Orlando, Fla. 


® San Antonio, Tex. 
Hanna Plants and Distribution 


Centers blanket the Hanna 
territory, permitting overnight 
delivery to the Hanna dealer. 


protects every dealer an exclusive Hanna territory. And 


Hanna’s the big paint line that serves, 
Hanna gives its dealers national and local advertis- 


and supports its dealers. Hanna has no company 
stores. Hanna’s Franchise Agreement guarantees ing and promotional support aplenty. 


Hauna Paint helps the Hanna Dealer 
run the best store in town 


Write for a copy of ‘‘How Hanna Paint Protects Its Dealers’’ 


THE HANNA paint mec. co., columbus 16, OHIO 


PITTSBURGH — BIRMINGHAM — DALLAS 
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COUNTER DISPLAY CARTON 
TELLS "EM—SELLS "EM—ON GETTY CASEMENT OPERATORS 


Getty No. 4715 is an inexpensive angle-drive worm and gear 
operator for residential wood casements. It is precision built— 
handsome in design—lubricated for a lifetime of tough duty— 
Tells your customers how easy it quick and easy to install (each operator comes packaged with 


is to modernize their casements ‘6 F 99: . 
—gughnss ahealide Uiaees or complete “‘do-it-yourself”’ instructions). 


ame  aiegertionn Display carton is printed in striking yellow and blue. Contairs 3 
right-hand and 3 left-hand No. 4715 Operators in attractive 
bronze lacquer finish. Carton is sturdy, compact, easy to set up on 
counter or shelf. Top folds back, presenting selling message to 
customer, as illustrated. 


Ask your wholesaler about this new money-making Getty dis- 
Eye-catching, colorful, this play now. 
marten en Getty Operators Are Used on More Casement Windows Than All Other Makes Combined 
Improvement—works to get you 
extra sales whenever a customer 


comes inte your sfere. H. $. (GETTY) & CO., INC. » 3348 NORTH 10th STREET » PHILADELPHIA 40, PA. 


Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronte 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


CAPSULE HOME BUILDING FORECAST. 


This issue fully covers the comments of housing leaders on prospects for 
next year. On the whole the thinking seems on the favorable side but with 
plenty of “ifs" and "buts". Their guesses last year frequently were wide of the 
mark and this year caution is a byword. 


Financing, once again, will be the key for sustained, healthy building. 
No one disputes the fact that there is pent up demand for new homes. It seems 
obvious that conventional financing will reach a new peak in 1958. Really 
needed is a revamped FHA flexible enough to shift with market conditions. 


Pressure in Washington next January for a realistic FHA program will be 
tremendous. If general business remains soft we can expect once again that 
government will turn to housing as a reliable pump-primer. We expect action on 
FHA and as a final result something in the neighborhood of 1.1 million in 1958. 





PREDICT FEW GAINS FOR BUSINESS GENERALLY IN 1958. 


The construction industry does not operate in a vacuum. General business 
trends, which directly arfrect building, can be summarized as follows: 


Industrial production—The outlook is for continuation around current 
levels. Inventories are moderate and increased defense spending is anticipated. 
The Federal Reserve index of production (physical output) was 142 this October, 
the figure for October 1956 was 146. 


Employment trends—Employment will average about the same to slightly lower. 
Worth noting—in October there was a slight increase in unemployment at a time 
when seasonally the number out of jobs tend to decline. We had 2.6 million out 
of work this October, compared to 1.9 million in October 1956. Scare talk of 
4 million unemployed next year should be discounted. 


Wage rates—There will be strong resistance, especially in manufacturing, 
to further wage advances, any gains are likely to be moderate. The above noted 
increase in unemployment will discourage union demands. 


Consumer income—For the first time in years there has been a drop for two 
consecutive months. The reason is simple—lower employment, shorter working 
hours, overtime has disappeared. The actual amount of the drop is trifling— 
the October weekly wage is now $82.16, compared to $82.21 in October 1946. 

But there has been a drop at a time when seasonally an increase is to be ex- 
pected. The worry here is largely pSychological, and is affecting the spending 
habits of consumers. A halt to pessimism and gloomy talk seems indicated. 

















MORE CASH AND CARRY REPERCUSSIONS. 


The recent publication of a special feature section on this subject in 
American Lumberman (October 14) has enco uraged many letters from lumber dealers 
reporting fresh developments. 


A serious threat to wholesalers is seen in some states where retailers are 
considering ambitious joint buying schemes as a defensive measure. Under these 
plans wholesalers are left out in right field. A review of the above section 
will show that skilled buying is just one phase of competing successfully with 
C&C's. Other factors: you need a top trading area, big, "on-the-spot" inven- 
tories, a sizeable investment in larger warehouses. Also to be considered is 
the wider territory served by a C&C... possible irritation of retailers 
who began working together as friends. 








(news continued on page &) 


BUILDING PRODUCTS MERCHANDISER 





/\MASRIGLAW 
[UMBERMIAIN AND TRENDS 


NEWS... 


avo BUILDING PRODUCTS s«cacnanoiser 





BUILDING 
VA Hits Bottom 


GI loan activity in October was the 
lowest month since January 1946. In 
all 16,231 applications were received 
and appraisal requests totaled 6,433. 
By way of contrast in October 1956 the 
figures were 44,569 on applications and 
for appraisals the figure was 29,678. 


New 20°% FHA Plan 


Albert Cole, HHFA head, has an- 
nounced that FHA is considering an 
alternative financing plan which would 
allow mortgage lenders to set the in- 
terest rate and FHA would insure 
only 20% of the risk. 

Cole said the plan would not change 
or displace the existing FHA insurance 
program under which the government 
insures 100‘ of the risk but imposes a 
ceiling of 544% on the interest rate he 
can charge. The idea is expected to be 
resisted by legislators who have op- 
posed lifting the interest ceiling. 


More for Loans in Canada 


The Central Mortgage and Housing 
Corporation has completed arrange- 
ments in Canada to pump an addi- 
tional $150 million for mortgages 
through approved lenders under the 
National Housing Act. The Govern- 
ment of Canada loans for homes will 
enable banks, insurance companies 
and loan companies to make loans as 
agents of the Corporation in addition 
to their regular NHA lending opera- 
tions. The special loans are intended 
to produce more housing for families 
with low incomes (below $5,700 an- 
nual income). 


Short Course in Building 


Guidelines for building houses in 
1958 will be presented at the Univer- 
sity of Illinois Small Homes Council’s 
13th annual short course in residential 
construction, January 15-16 at Cham- 
paign, III. 

Efficient and economical designs, 
construction methods, and materials 
for houses to be built within the next 
year will be discussed. Emphasis will 
be placed on the house silhouette-shape 
and number of levels, on economical 
roof spans and framing methods, ori- 
entation of the house and the use of 
wall panels and _ nail-glued roof 
trusses. 

Registrations are 


now being ac- 


cepted by the Division of University 
Extension. The registration fee of $15 
includes tuition, field trips, the annual 
dinner and several publications dis- 
tributed as part of the course. Write 
Supervisor of Engineering, Room 
116D, Illini Hall, 725 S. Wright St., 
Champaign, II]. 


BUILDING PRODUCTS 


Promotes "Hidden Assets" 


Selling the consumer benefits of 
previously unseen construction fea- 
tures is the basis of United States 
Gypsum’s 1958 merchandising pro- 
gram for builders. 

Using a new sales tool called the 
‘New Home Evaluator” the prospect 
can watch the wall of a home being 
built before his eyes. He can see the 
quality products and methods of con- 
truction the builder has used — the 
‘Hidden Assets” that a buyer rarely 
ees. The presentation begins with 
framing lumber, goes on to sheathing, 
insulation and interior wall coverings. 
The tool can be adjusted for any type 
of wall construction. 

The program is designed to provide 
builders with a sensible, low cost 
method of merchandising, advertising 
and sustaining interest in home own- 
ership in his community. It will be 
fully supported to the consumer with 
national advertising. The complete 
kit, selling for about $50, includes in 
addition to the “Evaluator” ad mats, 


SOUND WALL construction is featured 
with USG's new Home Evaluator. Acetate 
slides pull out, right, and build a wall be- 
fore the prospect. Panel at left, tells story 
of features—quality flooring, landscaping, 
etc. Builder has a choice of 100 features 
for use in this area. 
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promotional timetable, publicity and 
special events suggestions. Still an- 
other eye-catcher are three-dimen- 
sional identification signs featuring a 
magnifying glass insignia, for use in 
model homes. 

While specifically planned for build- 
ers, the program could be quite effec- 
tive at the dealer-level in home plan- 
ning centers. The Evaluator itself 
would be a fine attention-getter if co- 
ordinated with NRLDA, 30x80” mer- 
chandising panels. 


Paint Failures Probed 


One of the big reasons for failure 
of house paint is not following manu- 
facturers’ directions, especially in us- 
ing a finish coat paint as a primer. 
This problem was discussed recently 
by a joint meeting of 17 paint manu- 
facturers and the research committee 
of the Southern Pine Association. 

The SPA in 1954 set up paint test 
boards near Miami, Fla.; these tests 
thus far show that some paints pro- 
vide excellent coating for lumber 
while others give comparatively poor 
service. 

The SPA is seeking to establish 
standards of paint performance evalu- 
ation to assure a uniform appraisal of 
test results. 


Hotpoint Ups Prices 3% 


Hotpoint, a division of General Elec- 
tric Co. has increased factory prices 
of its 1958 home appliances an aver- 
age of 3%, due to higher labor and 
material costs. John C. Sharp, presi- 
dent, said he anticipated a further 
price increase after the first of the 
year. He said sales for all appliances, 
except dishwashers were off from last 
year. 

Admiral Corp. also said they were 
planning “a slight hike in prices.” 


LUMBER 


Woman New Wholesaler 


Mrs. Lotus B. Williams has bought 
the wholesale lumber business of 
H. H. Carson, Tryon, N. C., and will 
continue as H. H. Carson Wholesale 
Lumber. Mrs. Williams has been sales 
manager for the past four years and 
is one of the nation’s few women 
wholesalers of lumber. She conducts 
a nationwide business in west coast 
and southern woods and specializing 
in California redwood, 


(News continued on page 12) 
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“EVERYTHING HINGES ON HACER /.” 


_—— & 


C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Louis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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Floor & Counter Displays 


Talk about co-operating with dealers! 


MASONITE 


really covers the bases 


There are dozens of helps for Masonite dealers that don’t show up in 
the illustrations. That’s because either we didn’t have the room or 
they aren’t yet ready to announce. 

Even so, we know you'll agree Masonite furnishes just about 
everything you need to create hardboard customers. No other hard- 
board supplier offers a fraction of this potent sales building material. 
And there are mighty few suppliers of any building material you sell 
that offer so much. 

All these items have a single purpose: to help you make more profits 
with Masonite® products. Ask your Masonite representative for this 
point-of-sale material. Ask him, too, about Masonite’s effective 
N.R.L.D.A. display kits—available free. Use the material to tie in 
with Masonite’s huge national magazine and network TV advertis- 
ing program. Or write Masonite Corporation, Department AL- 129, 
Box 777, Chicago 90, Illinois. 


Pians & Counter 
Dispensers 


t 


Posters & Calendars 
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Samples & Technical Data 


NRLDA 
Display Panels & Kits 

















FREE PLANS 


: Home Improvement Pr 


®Masonite Corporation—manufacturer of quality panel products. 





*“eeeoe#eem@eeereeveeene 
eseeeoeeee8eees ese 8 
e*eeeeseeo@eeoe#e#we#eeee? 


oesevewpeeeeee ee eee eo) 
PPP ar et ts og ES 


Newspaper Mats 
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NEWS & TRENDS 


(begins on page 8) 





Bruce Buys Plywood Mill 


An integrated plywood producing 
mill has been bought by E. L. Bruce 
Co. from Atlas Plywood Corp. The 
mill is at Center, Texas. The plant will 
produce hardwood plywood blanks for 
Bruce all-oak laminated block floor- 
ing. Previously Bruce has purchased 
its laminated plywood from an out- 
side source. 


LUMBER PRICES 


TACOMA — Business is slack. De- 
mand is light. No price changes are 
evident. The production picture lo- 
cally improved somewhat with resump- 
tion of operations November 4 by the 
St. Paul & Tacoma Lumber mill which 
had been down since August because 
of a Boommen and Rafters Union 
strike. Both mill and logging opera- 
tions resumed under an agreement 
that no production employes shall do 
any booming or rafting. 

Company spokesmen decline to 
speculate as to how long the mill and 
woods crews will be working. 

Under reorganization changes an- 
nounced last week because of the St. 
Paul company’s previously announced 
merger with the St. Regis Paper Co., 
Everett G. Griggs II continues as 
president of the mill company. In ad- 
dition, he will be responsible for for- 
estry and land management of the 
companies’ timberlands in this area. 

Corydon Wagner, Sr., continues as 
St. Paul’s vice president and general 
manager of manufacturing and sales. 
W. Hilding Lindberg, vice president 
of St. Paul, has been named general 
manager for combined logging opera- 
tions. 


SAN FRANCISCO—Northern Cali- 
fornia’s lumber market is “stabilized 
in the doldrums” and industry spokes- 
men report little if any increase in 
demand, although some visible slack- 
ing off in production. 

The approach of winter with its 
resultant slow-down in home construc- 
tion along with mill cutbacks has most 
of the industry convinced that the 
looked for up-surge will not arrive 
until next year. 

Prices, on the average, are steady, 
but still well below what the industry 
would consider healthy. Douglas fir 
prices appear to be slumping, al- 
though quarter inch is still bringing 
the $72 base price at mills. Studs and 
1x8 boards in standard and better 
grades remain strong. 


SEATTLE—There is no improve- 
ment in the market. Demand and sup- 
ply in many instances are walking a 
tight rope and compare closely to the 
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NLMA Plans Wood Promotion Program 


The National Lumber Manufactur- 
ers Association last month at their 
annual meeting in Washington appro- 
priated $25,000 to lay the groundwork 
for a national wood merchandising 
program. The group also voted a dues 
increase and called for progressive 
tax reductions. 

The detailed plan of action to pro- 
mote wood will include preparation of 
sample merchandising-advertising ma- 
terial and a blueprint of how NLMA 
efforts should tie-in but not duplicate 
regional efforts. 

H. R. Northup, executive vice presi- 
dent, National Retail Lumber Dealers 
Association, praised the promotional 
efforts of NLMA’s regional associa- 
tions and individual lumber companies 
but pointed out that two of lumber’s 
biggest competitors each are spending 
more than $2 million annually on con- 
sumer advertising. 

George W. Mueth, St. Louis, presi- 
dent, National Association of Com- 
mission Lumber Salesmen, said an in- 
dustry-wide promotion of wood is 
“long past-due.” Mueth offered the 
cooperation of commission salesmen 
for “whatever program you device 
which will be open to the industry as 
a whole.” 

N. Floyd McGowin, Chapman, Ala., 
was elected president of the associa- 
tion, succeeding Walter M. Leuthold 
of Deer Park, Wash. Leuthold was 
elected NLMA board chairman, suc- 
ceeding Lawrence D. Kellogg of Alex- 
andria, La., who becomes policy com- 
mittee chairman. Elected first vice 
president was Robert M. Ingram of 
Aberdeen, Wash. New regional vice 
presidents of NLMA are A. B. Hood, 
Anderson, Calif.; Edwin R. Thomas, 


picture shown two weeks ago. There 
is no shortage of logs. Input has been 
high. Good logging weather and cur- 
tailment of production at the mills 
have combined to increase current 
stocks. Even peelers are in good sup- 
ply. Transits are hard to sell. One 
bright spot in the picture is word that 
lumber is moving off the docks at 
Atlantic ports. 

Green fir dimension is softer and 
moves at $2 less. There is a spread 
of $8-10 between fir and hemlock. 
Upper items are unchanged. Timbers 


NRLDA Donates Store 


The model store building, seen at 
the recent Building Products Exposi- 
tion, has been donated to St. Michaels 
Boys Camp, Phoenixville, Penna. The 
structure was to have been sold to 
the highest bidder but the NRLDA 
Exposition committee decided to give 
the structure to the non-profit, non- 
denominational summer camp for 
under-privileged boys 7-15 years of 
age. 


N. Floyd McGowin 


St. Louis, Mo., and Q. T. Hardtner, 
Jr., Urania, La. 

The dues increase, designed to 
strengthen NLMA operations, applies 
to the funds received by NLMA from 
its 16 regional associations. Before 
the increase becomes effective it must 
be approved by these regional groups. 
Regional action is expected to be com- 
pleted before NLMA’s 1958 spring 
meeting, May 25-28 at Santa Barbara, 
Calif. 

The increase would amount to 1¢ 
per 1,000 board feet of lumber shipped 
by members of the regional associa- 
tions and would boost the national 
association’s total dues to 5¢ per 1,000 
board feet. 


are hard to move. Cedar lumber is 
holding to current prices though weak. 
Shingles sell slowly, a small volume 
moving into all markets for this prod- 
uct. One estimate puts 40% of the 
shingle mills down. Most pine lumber 
is weak but Idaho white pine holds. 
Spruce moves at $1 higher due to sup- 
plies being reduced. There is no ac- 
tivity in export. Plywood is weak. 


KANSAS CITY—The course of the 
lumber market in the southwest was 
patterned after the weather in recent 
days, and the widespread rains and 
wintry temperatures cut sharply in 
production and shipments. When 
weather moderated, shipments and 
production picked up. 

Prices for most grades of lumber, 
with the possible exception of finish, 
remain strong, due to a limited amount 
of production and shipment by mills. 
In the board classification, 1 x 6’s were 
going at $83 for kiln-dried and 1 x 8’s 
at $85, with air-dried stock at $2 a 
thousand less. For dimension, 2 x 4’s 
in 16’ lengths, moved at $90, and a like 
price was quoted for 2 x 6’s. In the 
2 x 8’s, the price was $87. 
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this gentleman’s known by the customers he keeps! 


He’s a Schlage lock dealer . . . and his talent 
for keeping customers is based on a quality 
product, backed by quality service. It’s a mat- 
ter of pride for him to meet his customers’ 
locking requirements with the world’s finest 
cylindrical lock: Schlage. It’s a matter of profit 
for him, too, when he benefits from Schlage’s 
wide profit margin. 

When you're a Schlage dealer, customers rely 
on your judgement and advice in planning 
their locking needs. By specifying Schlage, 
you protect them from annoying lock failures 


after installation... protect yourself from 
profitless “call-backs” to correct complaints. 

If you're now a Schlage dealer, you know how 
profitable 1 your partnership with Schlage can 
be. If you're not, discover why the | name 
“Schlage” stands for the finest in builders’ 
hardware . . . and for dealer prestige and prof- 
its as well. 

For complete information on the Schlage line 
of products, contact your Schlage jobber or 
write to the Schlage Lock Company, P. O. Box 
3324, San Francisco, Dept. 7-12. 


SCHLAGE 


LOCK COMPANY 


SCHLAGE LOCK COMPANY, SAN FRANCISCO «+ NEW YORK + VANCOUVER, B.C. 
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Fireseorteieg BIE FOLDING 


MACKLANBURG-DUNCAN CO. 





Completely Packaged Sets 


4) th f 
| or Every Door, Every Room 
H 
ba 4 TRACK FD-57 
i Tose Sturdy, extruded alum- 
: : =f inum track with bear- 
FA | sa ‘ ings properly installed 
: y z ( Ye 6 ; ‘“ comes in standard 
: ¢ lengths for 2'0", 2'6”, 
\ | 3’0", 40", S'0” and 
| | y 6'0” openings. 
‘ No Floor Track Necessary 
| 2 HANGER H-56 
HNiz— Uy =f | ' | ‘ Heavy-gauge, cadmium- 
1 Wt 1 Ee plated steel hanger 
1\\| p with lifetime nylon 
, A | pivot. Used on all 
| thicknesses of doors 
{|| {Oy for both guiding and 


pivoting. 
Fits All Width Doors 
FLOOR PIVOT 
BEARING FLANGE 
Cadmium - plated steel 
° flange is sturdy enough 
to support heaviest 
doors, yet small enough 
to be. inconspicuous 
when installed. 


DOOR PULLS 


Beautiful, modernistic, 
extruded aluminum 
pulls with lifetime 
anodized Albright 


IDEAL FOR 4 PANEL OR 2 PANEL = (chrome-bright) finish, 


or anodized Albras 


FULL SIZE OR HALF SIZE DOORS w (brass color). 


Here's hardware that can't be matched 

























































































. INTERLOCKING 
for ease-of-operation, ease-of-installa- DOOR GUIDE 


tion! New M-D Folding Door Hardware 


? Cadmium-plated | steel, 
can be used on any interior door, on = formed to align doors 
perfectly and smoothly. 
any thickness, for every opening! Gives Eliminates need for 
bottom track. Furnished 
full access to closets, yet saves valuable with 4 panel door sets. 








wall and floor space. Comes completely 
packaged with all necessary parts, ss HINGES 


. ° A Durable cadmium- 
aN screws and instructions. Try new M-D ‘ atined ed eongiete 
ure ante 


with screws. Three 3” 
oe 
“al 4 
‘ 
ALITY 


eal MACKLANBURG-DUNCAN CO. 


each 2 panels. 
P.O. BOX 1197 © OKLAHOMA CITY 1, OKLA. 


Folding Door Hardware today! 


Ve 
} 





AACKLANBURG 


fa 





DOOR HARDWARE 


NEW) Latest trend in space-saving 


silent-glide, trouble-free hardware 
for interior doors! 


























Vg ” 
Clearance 
to Door 








Clearance 
to Door 








Doors may be mounted flush with jamb using trim 
as fascia or set back from edge using quarter round. 


ONE PACKAGE FOR ALL DOORS 34” TO 13/2” THICK 


TWO PANEL DOORS 


Completely packaged sets for 2 panel doors 
ore available for 2'0", 2'6"” and 3'0” open- 
ings. Same hardwore fits all thicknesses of 
doors. Sets contain all necessary parts, plus 
screws and detailed illustrated instructions 
for installing. To order, merely specify num- 
ber of sets for each opening width desired. 


FOUR PANEL DOORS 


Completely packaged sets for 4 panel doors 
ore available for 40", 5'0” and 6/0” open- 
ings. Same hardwore fits all thicknesses of 
doors. Sets contain all necessary ports, plus 
screws and detailed illustrated instructions 
for installing. To order, merely specify number 
of sets for each opening width desired. 





SMOOTHER OPERATING 


Silent nylon bearing gliding in top quolity 
extruded aluminum trock assures effortless, 
trouble-free operotion. Special track design 
prevents damage to track groove when install- 
ing—onother plus! 


POSITIVE INTERLOCKING ACTION 
FOR PERFECT DOOR ALIGNMENT 


There's no question of door alignment with 
M-D's interlocking door guide shown above. 
Doors snug together perfectiy and will not 
creep open. 





SEE OUR 
CATALOG y 
A\SWEET'S- 











There will be lots of do-it-yourselfers sprucing up their homes for 
the holidays and buying do-it-yourself gifts, making it a specially 
good season for the tools and equipment you carry. 

But home-fixers don’t work in a hit or miss manner . . . they want 
the best products to help them do the best job. That’s why ‘‘Ad- 
vertised-in-LIFE”’ helps clinch a sale . . . people rely on the famous 
brands they’ve seen in LIFE. 

That’s because people respond to LIFE so enthusiastically .. . 
to its exciting picture-stories, its vivid presentation of the week’s 
events. In an average community, 3 out of 5 households read LIFE 
within a 13-week period, and more people buy LIFE weekly than 


any other magazine. 


Write LIFE, Building Products Merchandising, 9 Rockefeller Plaza, 
New York 20, N. Y., to learn how you can use the power of ‘‘Ad- 
vertised-in-LIFE”’ in your selling. 


Audience source: A Study of the Household Accumulative Audience of LIFE, 


LIFE is read by 12,000,000 households every week 
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Bestwall Hummer System ‘‘A”’ Modified solves two age- 
AND JOINT RIDGING IN old problems in gypsum board construction: (1) the 
tendency for nails which have been anchored in wood 


framing to gradually work out, and (2) the beading or 


APANI WAL BOARD ridging that sometimes takes place at joints. 


The basis of this new system is lamination with tem- 


CONSTRUC ION porary nailing and permanent Phillips head wood 
screws, plus an adhesive bonding the face layer firmly 
to the base layer. 


It offers obvious advantages to builders and dealers 
alike. The builder can now make wider use of gypsum 
wallboard construction for residential as well as com- 
mercial jobs. And the dealer can capitalize profitably on 
the additional board required for such jobs. 


Complete details and specifications are contained in the 
folder offered here. To get your copy, write to Bestwall 
Certain-teed Sales Corp., Ardmore, Pa. 


This free 
fully diagrammed 


10-PAGE 
FOLDER 


gives full details 


Manufactured by Bestwall Gypsum Company—sold through 


BESTWALL CERTAIN-TEED SALES CORPORATION 
120 East Lancaster Avenue, Ardmore, Pa. 

EXPORT DEPARTMENT: 100 East 42nd St., New York 17, N.Y. 

SALES OFFICES: 
ATLANTA, GA EAST ST. LOUIS, ILL WILMINGTON, DEL 
BUFFALO, N.Y JACKSON, MISS RICHMOND, CALIF 


CHICAGO, ILL , 1OWA KANSAS CITY, MO SALT LAKE CITY*UTAH 
CHICAGO HTS., ILL DETROIT, MICH MINNEAPOLIS, MINN TACOMA, WASH 
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store 
Mr. Lumber Dealer: 
a basic store fixture 
designed specifically 
to display and dem- 
onstrate building 
materials. 


display 


7a 
PRS 


fixture 


Here’s a display fixture 
that shows large samples of 
roofing and siding, together, 
as they actually appear ap- 
plied on a house. 

The smallest roof and sid- 
ing unit yet devised to dis- 
play these bulky materials: 
15914” long, 46” wide and 
791%" deep. Holds and dis- 
plays 24, 3’ x 5’ siding 
samples and 26 large roofing 
samples. Forward and lat- 
eral sliding tracks enable 
you to show combinations 
quickly and easily. 

Estimated price if bought 
at retail: $550.00 plus ship- 
ping. 

By building it yourself, 
you can save more than 
$250.00! Complete plans, 
working blueprints, step-by- 
step instructions, materials 
and materials source list 
and details on modifica- 
tions, only $8.75. Available 
by return post from Amer- 
ican Lumberman. Fill-in and 
mail coupon now. 


American Lumberman Dealer Service Dept. 
@i35 N. Clark St., Chicago 2, Ilinvis. 


Please send me postpaid thethree blueprints and com- 
plete instructions for the retail lumber dealer roof and 
idi it display fixture. | am enclosing $8.75. (Please 
send check or money order.) 

Name__ 

Company 

Street_ 


City — 


18 





CHART tells how to 
unload lumber pack- 
ages. 

















: i 
cont GUT THE STRAPS: 5 
8 amcens yoo nave 10 


New Data on Unitized Lumber 


Two educational aids shown 
above and at left are designed to 
acquaint dealers with packaged or 
unitized lumber shipment methods. 

The 17x22” chart is to be tacked 
on lumber packages in box cars or 
tacked onto lumber yard wall for 
reference. A table gives the weight 
of 48x32” packages for the 10 most 
common species in lengths from 8’ 
to 20’. Illustrations show what 
equipment is needed and how to use 
it unloading packages. Copies of 
chart available from Signode Steel 
Strapping Co., Dept. AL, 2600 N. 
Western Ave., Chicago 47, IIl. 

The “Interlace Load Securement” 
folder describes a simplified method 
of packaging and shipping lumber, 
adaptable either flat car or box car. 
Copies from Acme Steel Co., Dept. 

AL, 135th and Perry Ave., Chicago 
Rees ce eee a 27, Ill. 
NEW BOOKLET on interlace load secure- 
ment shipment method. 





Uni-Tie Method 
Ups Efficiency 


A 50% increase in 
handling efficiency has 
been claimed for Uni-Tie 
method of strapping lum- 
ber pictured at right in 
use by Arlington ( Mass.) 
Coal and Lumber Co. The 
tallied bundles simplify 
inventory and delivery. 
Note tally numbers of 
edges of lumber. 


rg 
ee, 
—_ oe , 
—Courtesy, Stanley Steel Strapping. 
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COMPARE! 


Your De Wait 
Power Shop Franchise 
gives you: 
See why (% THE FIRST RADIAL ARM all-purpose power tool—the 


DE WALT cf 
is the biggest money-maker 
in the power tool field! 


Ask Carlisle Hardware of Springfield, Massachusetts! 


machine that revolutionized the power tool market! 


THE MOST IMITATED of all multi-purpose power 
tools (over 40 different manufacturers have tried to 
imitate De Walt’s original radial arm design during 
the past 35 years) ! 

THE MOST DEMONSTRATED all-purpose power tool 
on the market—over 8 million people saw it demon- 
strated last year alone! 


THE ONLY all-purpose power tool with 100% un- 
divided, world-wide advertising support—in maga- 
zines your customers read for the do-it-yourself infor- 
mation they need. 


LIBERAL COOPERATIVE ADVERTISING ALLOWANCE to 
help share the cost of your local promotions. 


THE FIRST power tool so simple in concept, so accu- 
rate in performance that it makes woodworking easy 
and practical for everybody, from the novice to the 
“pro”! 


THE FIRST power tool to do the work, save the space 
and cost of a shopful of other tools! 


THE SAFEST power tool design on the market— 
demonstrated through actual experience! 


THE ONLY power tool of its kind thoroughly proved 
by over 35 years of outstanding performance in 
industry! 

A COMPLETE AND READY-TO-USE unit—no extra 
motor to buy—no tricky assembly by you or your 
customer ! 

THE ONE MODERN, simple, functional design that 
needs no trunkful of clamps, guides and assorted 
devices to make it work! 

THE POWER TOOL with a Direct Factory Franchise 
that offers you the full profit on every sale! 


THE ONLY FRANCHISE that offers you a complete 
and fully-proven selling program throughout the 
year! 


Compare the De Walt® Franchise—point by point—with 
any other. See why the power tool that revolutionized 
the industry offers you a profit opportunity you can’t 
afford to be without! 


Your 
present 
line? 


kd) 


Get on the profit-wagon now! Send the coupon for the full, exciting profit story today! 


De Walt Inc., Dept. AL-712, lancaster, Pa., Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY 
0 Send full information on how the De Walt Franchise can boost my profits! = 


Name leséduatiinceauaitn 





Company = 


Address 








NS a 
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RATE fret sii see: 


< SRR Raaake 


Profitable Marlite Paneling takes years 
of wear, just minutes of care! 


Marlite’s many customer-pleasing features 
make selling easier, build repeat sales. The 
soil proof melamine plastic finish, for example, 
provides remarkable resistance to scuffs, 
scratches, heat and stains. 

Marlite’s ease of cleaning means lower 
maintenance costs, elimination of periodic 
redecorating. And the wide range of Loewy- 
styled “Companion Colors,” wood and marble 


patterns make Marlite “at home” in any room, 
any decorating scheme. So, for more profit- 
able sales and satisfied customers the year 
round, boost your building and remodeling 
business with Marlite—world’s leading plas- 
tic-finished paneling. Call your Marlite rep- 
resentative or wholesaler now—or write 
Marlite Division of Masonite Corporation, 


Dept. 1241, Dover, Ohio. 


Resists Crayon Marks 


Marlite 
arlite plastic-finished paneling 


MARLITE IS ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 
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PACKAGE* 
SEILIING... 


most profitable 
way to 
merchandise 
wooawork 


Paul Ely says—‘“‘Package selling is by far the easiest 
and most profitable way to merchandise woodwork 
items. Selling all the woodwork items needed for a 
job in one package is good business and is bound to 
increase a dealer’s sales volume. Ponderosa Pine 
Ely-Hoppe Woodwork advertising which directs the consumer 
Lumber Company, to the lumber dealer is the greatest merchandising 
North Platte, and public relations boost the dealer has ever had. 
Nebraska, Every lumber dealer should certainly take advan- 
President, tage of this program and be sure that people know 
NRLDA, 1957, his yard is headquarters for all woodwork items.” 


ee oe WOODWORK|] 
Wee S} 


Be sure to sell all the woodwork 

j ; QUALITY co. 6 APPROVED 

items on each and every house job : eo fs XN gee 4 ; 
c 3 


Paul R. Ely, 














=<. You Wil Ue ae eee American W000 WINDOW Institute 


the national advertising in leading ONFORMS - UNITED STATES COML STND.190-5 
consumer magazines when you 


merchandise and sell the Ponderosa : 
Phin Whetlwsek Package et SELL THE WINDOWS WITH THIS SEAL OF QUALITY 
This American Wood Window Institute Seal on 


consisting of: 
: ' windows you sell is your customer's assurance 
¢ Double-hung Panel Doors Ch \ that they conform to U.S. Department of Com- 
Windows Mantels SATA merce Commercial Standards and are: 


¢ Awning Window vo 
0 —— eS) f/, j e Correct in design e Preservative treated 


eCasoment e Entrances 
Windows e Cabinets e Properly constructed =, Properly balanced 
e Made from carefully 


¢ Sliding Windows e Moulding selected kiln dried e Efficiently weather- 
Louver Doors and Trim lurber stripped 


ae 
ndlewrta Fie WOODWORK 


39 South LaSalle Street « Chicago 3, Illinois 
An Association of Western Pine producers and Woodwork manufacturers 
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Top row, “‘L to R’ 
G: BERNSTEIN 


Mer., Dealer Sales 


M. BENNETT 
Mer., Eastern Div 
J. STEPHENS 
Mer., Central Div 
E. PACHACK! 
Mer. Western Div 
G. ANDERSON 
wyoming 

C. BLUSTEIN 
Tennessee 

B. BOLTON 
Virginia 

T. BRYAN 
Pennsylvania 

M. CLARK 
Michigan 


E. CROSS 
Missouri 

R. CURTIS 
New York 

W. DUHEY 
New England 
H. FLEMING 
Colorado 

Jj. GRABLIN 
Nebraska 

F. T..HAMIit 
Kentucky 

A. HARRIS 
Kansas 

R. HUFFMAN 
Oregon 


H. KINSER 
Ohio 





E. LAMPMAN 
Wisconsin 

J. LANDS 
Hlinois 


Bottom row ‘'L to R"’ 


J. MAHER 
Ohio 

E. MARTIN 
utah 

j. H. McDADE 
New York 

C. NICELY 
indiana 

A. PARRISH 
Pennsylvania 
L. SLETTEDAHL 
lowa 

W. STEPHENS 
Minnesota 


H. STILL 
Hlinois 

C. THORN 
West Virginia 
L. TROUT 
Washington 


W. WILSON 
indiana 
Customer Service 
|. GOMBERG 
H. CAMDEN 

t. DAVIDSON 
J. GEORGIAN 

J. GREENWOOD 
C. HALL 

H. HAWKINS 
R. KLINC 

Vv. MAY 

L. ROBERS 





season's greetingS..... 
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the weather-proof co., litchfield, i/linois, manufacturers of WEPCO aluminum building products 
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Here are just a few uses you can 
sell for Orange Label Sisalkraft 


Genuine Orange Label Sisalkraft returns to you a high profit on 
every sale. There are many uses to sell your customers — offer- 


ing them the surest protection against bad weather. 


Stock the quality Sisalkraft Line. It’s backed up by aggressive 
national advertising and promotion . . . and our sales force is 


out constantly drumming up business — for you! 


American SISALKRAFT Corporation 


Chicago 6 ° New York 17 ° San Francisco 5 


In Canada Sisalkraft products are sold under the following names: Orange Label Fibreen, Sisalation, Copper 
Armored Fibreen, Fibreen Vaporstop, Fibreen Meistop — contact Alexander Murray & Co., Ltd., Montreal 
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Other products in the 
SISALKRAFT LINE 


Sisalkraft Moistop — Permanent 
vapor barrier 

Sisalkraft Vaporstop — Rot resistant 
vapor barrier 

Copper Armored Sisalkraft — Elec- 
tro sheet copper for concealed flashing 
and waterproofing 

Sisalation — Reflective insulation and 
vapor barrier 

Sisaiite — Pure polyethylene film 
Sisal-Glaze — New plastic glass re- 
placement 
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Metropolitan dealers know 
it’s smart to buy from jobbers! 


Dealers who supply the home construction repair and 
remodeling markets in large cities realize the value of 
buying from their local jobbers. For jobbers are con- 
stantly helping their customers by .. . 


@ maintaining large and varied stocks so dealers 
won't have to invest in big inventories 





providing fast delivery of emergency orders when- hae ene 
ever dealers need them EVANEER | 


FIR. 


furnishing merchandising and sales help 


stocking top grade products—like Evaneer fir ply- 
wood and Evanite hardboard (jobbers can receive 
both in the same freight car). 


EVANEER PLYWOOD IS DFPA GRADE-MARKED FOR UNIFORM QUALITY 


Evoneer ond Evanite are Trademarks of the Evans Products Company 





EVANS PRODUCTS COMPANY, DEPT. S-12, PLYMOUTH, MICH. 
Sales Offices: Plymouth, Mich.; New York City 
Chicago, Ill.; Tampa, Fla.; Coos Bay, Ore. Profit from this pair! 


PLYWOOD AND MARDBUARD Also producers of fir lumber; 


railroad loading equipment; bicycles; velocipedes; Evanite battery separators; truck and bus heaters 
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NOW! KAISER ALUMINUM 


COMPLETELY NEW SALES 


STOCK KAISER ALUMINUM ROOFING AND CASH IN ON THIS SUPER SALES SUPPORT 


ou can buy top quality building mate- 
rials from any manufacturer. But only 
one— Kaiser Aluminum—backs you up with 
such a complete sales building program! 
Here’s how Kaiser Aluminum backs up its $25 Advertising 
products —and its dealers and jobbers. Allowance 


Every new dealer is entitled to a $25 free advertis- 
ing allowance to announce himself as an authorized 
Kaiser Aluminum Building Products dealer. Also, 
Kaiser Aluminum will supply free ad mats and radio 
commercial scripts. 


Free Building Plans and Display Rack 


ee ee “ — 
tree : Attractive point-of- 
Pets Direct im _ sale display and plans 
Mail Program rack fits on counter 


Every dealer is provided with his own per- ... complete with se- 
sonalized direct mail program. You and your lection of free farm 
store name will be pictured on the mailer sent building plans. Most 
to your customers. Each mailer includes a ; . of these up-to-date 
timely message of special interest to your best ‘ building plans fea- 
prospects. All you do is provide a mailing or ture low cost pole 
route list of select customers—we pay post- - type construction. 
age, printing and mailing. 


This complete program is made to order to help you pull in more 
customers and close more Kaiser Aluminum Building Products 
sales. Find out now how your business can benefit. Our repre- 
sentative will be glad to give you complete details. Simply mail 
in the coupon. 


Stock lightweight, rustproof Kaiser Aluminum Roof- 
ing in 48” and 26” wide sheets and the brand new 
50 ft. rolls of Roll-On*. This superior building mate- 
rial is available in corrugated or V-Crimp, plain or 
embossed finish, .024” and .019” gauge. 


*Trademark 
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OFFERS YOU THIS 


UILDING PROGRAM ! 





Policy 


Any dealer stocking 
Kaiser Aluminum Roofing can 
make an immediate replacement, 
up to a value of $50, should any 
roofing prove defective. No prior 
inspection of the roofing by our 
representative is necessary. You de- 
termine the adjustment. You make 
the replacement on the spot. 





“On-The-Spot” Replacement 








Complete “In Store” 
Display Material 


Includes— 

window decals, 
dealer identification 
plaques, pennants, 
mobiles and special 
consumer literature. 





Aluminum 





THE BRIGHT STAR OF METALS 


Dealer Open House 


Upon request, Kaiser 
Aluminum will spon- 
sor a dealer open 
house for customers 
and prospects. High- 
ly experienced agri- 
cultural engineers 
and sales personnel 
will set up displays 
and personally an- 
swer your customers’ 
questions. 


National 
Advertising To 
Your Customers 


A continuing program of advertising in the 
nation’s leading farm publications will help 
to pre-sell your customers by featuring the 
many advantages of Kaiser Aluminum 
Roofing and Siding. 


MAIL THIS COUPON NOW! 
a ee ae rae 


| 

Kaiser Aluminum & Chemical Sales, Inc. 

| Merchant Products Dept. 

919 N. Michigan Avenue, Chicago 11, Illinois 

| Gentlemen: 

Please have your representative call with 
complete details about Kaiser Aluminum’s 

7 dealer-jobber program. 

| 

| 

| 

| 

| 

| 


COE 
ADDRESS — a 


yy - wee ee 


SEE “MAVERICK” « SUNDAY EVENINGS, ABC-TV NETWORK * CONSULT YOUR LOCAL TV LISTING ee ee 
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progress could be made. 


A $70 billion dollar back log and an additional] 
$16 billion dollar annual accrual is the measurement 
of the potential home improvement market. 


The industry’s capacity indicates that it could 
readily supply $21 billion dollars annually of this 
potential as long as the new home market does not 
absorb more of our capacity than it is doing at 
present. 


Instead of the securement of this evident $21 bil- 
lion dollar annual potential, the industry is currently 
selling less than half that. 


In the 12 years of the (producers) seller’s market 
many manufacturers and wholesalers have played 
fast and loose with traditional distribution policies. 
As a result of these competitive pressures most deal- 
er profits have steadily shrunk. 


These 12 years might have been devoted to building 
stronger dealer outlets through the well established 
(in other industries) practices of integrated merchan- 
dising and education—but there is no use crying 
over spilled milk. 


For the first time since we came out of the great 
depression, manufacturing management is acutely 
aware of the inadequacy of the industry’s retailing 
structures. 


Retail Sales Are Basic 


There is nothing to be gained by continuing to 
forget the fundamental truth that nothing really 
happens at the manufacturing and wholesaling level 
until retail sales are made. 


It is time to reaffirm the fact that the sole reason 
for being of any manufacturing or wholesaling em- 
ploye in our industry is to perform so that his ac- 
tivities will contribute to the securement of that 
adeauate volume of retail sales into consumption, 
which will continue his employment. 


Only through a thorough overhauling, revamping 
and modernization of their policies, strategies and 
tactics in connection with retail distribution will the 
manufacturers and their wholesalers realize their 
potential sales in the $21 billion dollar annual home 
improvement market. 


The explanation is simple—the industry can sell 
new homes without a store—but varied home improve- 
ments cannot be sold creatively and effectively with- 
out a store background—viz—the mail order houses 
were practically the only retailers to heavily cash 
in on the Operation Home Improvement. 


The industrv needs a home improvement merchant 
in every retail trading area—the lumber dealer is 
the logical factor to fill that vacuum. Not only must 
the manufacturer send home improvement prospects 
to the lumber dealer but he must help organize the 
dealer to effectively handle consumer home improve- 
ment prospects when they come to the point of retail 
purchase. 


The dealer needs complete training and equipment 
for a retail sales manager serving the local home 
improvement market. The dealer also needs complete 
training and equipment for retail salesmen to cre- 
atively sell home improvement packages. 


28 


EDITORIAL 


EDUCATION—The Key to Doubled Home Improvement Sales 


If the industry would deal first with what needs to be done before deciding who is to do it—rapid 





The Need Is Now 


Few dealers have them today. These exceptions set 
the pattern. The industry cannot wait for the slow 
process of dealers evolving into home improvement 
merchants on their own initiative and power. Manu- 
facturers and their wholesalers must move in to 
help fill this vacuum. 

Where dealers fail to sell new homes to consumers, 
the manufacturer and his wholesaler may turn to 
operative builders and pre-fabricators and by-pass 
the dealer in marketing. 

But when speculative home building dwindles, and 
dealers simultaneously fail to creatively sell the home 
improvement market, by-passing won’t work. There 
is no one to turn to. 

Merchants of a full line of consumers end-use pack- 
ages of home improvements must be created—and the 
retail lumber dealer is available, and partially 
equipped and trained for this responsibility. 


Supplier's Role 


How will the manufacturers and wholesalers go 
about helping the retailer to become the home im- 
provement merchant? 

Basically stated, the answer is to shape every mar- 
keting policy, strategy and procedure toward the 
single purpose of getting more effective and creative 
retail selling. The box on page 30 shows all market- 
ing factors and functions in the production and whole- 
saling as well as the retailing area. 

In overhauling their marketing processes, manu- 
facturers and wholesalers should ask and answer 
these questions about every function in these lists. 

“Can I reshape and improve this function and its 
strategies and tactics to bring about more effective 
selling at the point of retail sale?” 

Each individual factor on the marketing chain in 
the manufacturing and wholesaling areas should ask 
himself— 

“Am I doing anything that is handicapping the re- 
sults at the point-of-retail purchase of our product?” 

“Am I leaving any practical thing undone which 
will improve the environment, efficiency, capacity and 
abilitv of the retail sales person and his sales man- 
ager?” 

Most marketing men in the industry agree that the 
field is wide open—that the present surplus produc- 
tion canacity of the industry could readilv be ab- 
sorbed by the home improvement potential if it could 
be creatively retailed into consumption. 

The industry will suffer in both sales volume and 
profit until this challenge is accepted and answered. 

Because of the limited lines in the production in- 
dustry, the individval manufacturer (although he can 
do much) is handicapned in getting full retailing 
effectiveness as an individual company. 


Call for Leaders 


What is needed is for the leaders of the investment 
factors of the industry—manufacturers, wholesalers 
and retailers—to sit down in a group organized to 
eliminate the bottlenecks which are blocking ade- 
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Facts you should know before you sell power tools 


No. 5 in a series 


Power tools can build REPEAT BUSINESS -extra profits 


Selling power tools is like 
selling razors—the extra pro- 
fits are in the blades! With 
power tools you'll discover 
the “blades” include every- 
thing from plans to paints. 
You’ll also find your power 
tool customer will become one 
of your steadiest customers. 
With power tools he can do 
work faster, better, and gain 
more confidence for bigger 
projects. He will use more 
wood, nails, sandpaper, hard- 
ware, paint and even hand 
tools, to make his power tool 
capable of additional wood- 
working operations. 

In short—your power tool depart- 
ment can become the heart of your 
operation, make your store “head- 
quarters” for everything the week- 
end carpenter needs (and last year 
he needed over $6,000,000 worth!) 


Only the beginning 


The manufacturer of the power tools 
you display and sell should offer you 
a line of accessories that further 
extend your traffic and build repeat 
business. Check on this when you 
are investigating lines of power 


Why Magna is 
America’s most 


wanted power tool 


franchis 


MAGNA POWER TOOL CORPORATION 
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A typical SHOPSMITH multi-purpose and Magna-Line single- 


purpose power tool and accessory display. 


tools. Successful manufacturers 
know the extra business their acces- 
sories can bring you; consequently, 
they integrate the accessories with 
their tool lines, giving you a stream- 
lined power tool department that 
keeps your customers coming back 
for extra purchases. 


Repeat business, extra profit 


MAGNA’s multi-purpose SHOP- 
SMITH alone performs over 117 
different operations for your cus- 
tomers! He can do most of them 





1. Creative engineering 


2. Market-tailored distribution 

3. Display complete line in less than 
capacity for today’s materials 

t from repeat business 

st complete line of power tools 


4. Built-in 
5. Extra profi 
6. America’s fine 


7. Profit you can depend on 


without extra attachments. 
However, you can offer hima 
wide range of accessory tools 
that extend his ability and 
woodworking scope. The more 
he uses his SHOPSMITH, 
the more he returns to your 
store for your MAGNA ac- 
cessories and everything else 
from plans to paints. 


No inventory duplication 


With the MAGNA Twin 
Franchise, most of the parts 
and accessories for SHOP- 
SMITH and for the Magna- 
Line single purpose tools are 
interchangeable. You have 
only one inventory to cover every- 
thing in your power tool line. 
Naturally, you save money, space, 
and inventory time. 

You may be eligible for a MAGNA 
power tool franchise. Have you 
talked to your local MAGNA Dis- 
trict Manager? He’ll be glad to ad- 
vise and assist you in establishing 
a power tool department that suits 
your needs best. Write Franchise 
Dept. 755-A, MAGNA Power Tool 
Corp., Menlo Park, Calif., for cata- 
logs and complete information. 


50 square feet 


8. Traffic-building merchandising 


9. Selected franchise re 


served for selected dealers 
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quate retail sales of the industry's products. 

The bottlenecks are located—the techniques for 
clearing the canal are known—the only need is for 
the industry’s leaders to move in and get action. 
Palliatives and partial measures won’t do—the block- 
age must be blasted out so that the big volume can 
come through. 

When these problems are solved —they will be 
solved cooperatively. 

At recent workshops hundreds of dealers and 
wholesalers were asked what they needed from manu- 
facturers that they were not at present getting. Here 
are the recorded answers: 


The Dealer seeks— 
Better understanding of dealer problems. 


Implemented and tested plan for getting 
the most out of contractor meetings. 
Tested and implemented plan for getting 
the most out of consumer meetings. 

A realistic appraisal of the dealers’ de- 
tailed potential for the manufacturers’ 
line. 

A comprehensive end-use merchandising 
plan embracing all of the dealer’s market 
potentials. 

A tested and practical cooperative ad- 
vertising program. 

A plan for stocking and display devel- 
oped from the dealer’s viewpoint. 

A tested and proved successful plan for 
sales managing and training big ticket 
retail salesmen selling the end-use pack- 
age made up from the manufacturer’s 
line. 

Show us specifically what we dealers can 
do to make it unnecessary to by-pass us. 
Dealer helps built from the dealer’s view- 
point. 


The Wholesaler seeks— 


1. Thoroughly tested and demonstrated sell- 
ing aids instead of the kind the dealer 
won’t use. 


Stop making jobbers of unqualified fac- 
tors. 


Show us where to find and how to develop 
dealers who will do a really effective job 
on your lines. 


Provide for us floor, window and counter 
displays that have been tested for wide- 
spread dealer approval and use. 


A practical and tested retail sales man- 
agement program on the manufacturers’ 
line for us to install with our dealers. 


A practical tested and fully implemented 
plan of training and supervising retail 
salesmen. 

A practical tested cooperative advertising 
plan that dealers will buy and use. 

A merchandising program embracing the 
end-use packages the consumer buys 
which are made up from the manufac- 
turers’ products. 


It was the consensus of thinking in these 
workshops that the manufacturer has an ob- 
ligation to his distributors, both wholesalers 
and dealers, to initiate programs which will pro- 
vide these needed marketing helps. 





THE MARKETING TEAM AND THEIR FUNCTIONS 


Manufacturing 


Assuring product acceptance by 
consumer 


Creative Research men 
Marketing chief 
Product dev lop t engi $ Research, analysis and forecasting 
Economists and market analysts Planning, channelling and policy 
Comptroller making 
Finance and credit administrators Packaging, labelling, storing, 
Sales manager shipping 
Merchandise managers Finding best operational patterns 
Advertising and promotion Multiplying success patterns 

executives Costing and pricing 
Agency account executives Advertising, promotion and mer- 
Training Director chandising 
Traffic Manager Sales Organization and Training 
District and division management Financing, credits and collections 
Territorial representatives Publicity and public relations 
Field engineers Statistical accounting and cost 
Finding inadequately filled con- controls 

sumer needs Evaluation, simplification and 

standardization 
Integrating and coordinating 





Wholesaling 


Repeat above selling functions 
Warehousing 

Breaking bulk 

Dealer franchising 


General manager 
Sales manager 
Department manager 
Territorial salesmen 


Retailing 


General Management Home Planning & Improvement 
Sales Manager Centre 

Department Manager End-use Packaging 

Estimator, Draftsman Repeat above Selling Functions 
Counter and store sales people Sales Training 

Outside big-ticket Salesmen Installing 

Constructors and Supervisors Constructing 

Sub-Contractors Servicing 

Financing Agencies Inspecting 

Displaying 


All factors and functions in the above list will be 
made more productive if they are organized and co- 
ordinated for more efficient point-of-retail-sale per- 
formance. 











Dealers seem to think the following things 
could best be initiated by a cooperating group 
of manufacturers who supply the majority of 
the varied items in a typical dealer inventory— 


Training of wholesalers, sales management 
salesmen and manufacturers marketing 
personnel on retail problems and their re- 
lation to them. 


Development of manuals for manufacturers, 
wholesalers and retailers’ marketing per- 
sonnel. 


Tools and equipment for wholesale sales man- 
ager and salesmen. 


Tools and equipment for retail salesmen and 
sales managers. 


Training of estimators and draftsmen. 


Training of retail sales managers and sales- 
men. 


A Merchantable Construction Institute* would pro- 
vide a permanent solution to these problems. 


The industry is holding its breath. 
How long will it have to wait for its leaders to act? 


*See editorial “Laying tt On the Line” February 18, 1957 
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TOASTED “V” GROOVE 
REDWOOD PLYWOOD 


Here’s one of the dramatic illustrations 
which will help sell Simpson Toasted 
“Vv” Groove rift grain redwood plywood 
in full color pages of America’s two 
greatest home magazines—Saturday Eve- 
ning Post and Better Homes & Gardens. 
These two magazines alone reach more 
than 10 million potential customers. 

Toasted ““V” groove redwood is easy to 
sell because it is one of the most beautiful 
planked panelings on the market, and it 
is low enough in cost for almost any 
family budget. 

Cash in on this tremendous Toasted 
“V” groove redwood promotion appear- 
ing in consumer, architect and builder 
magazines. Make sure you have plenty of 
stock on hand, as well as Simpson’s other 
Toasted V-groove plywoods in fir, Philip- 
pine mahogany and knotty pine, when 
the promotion breaks . . . and make full 
use of the Simpson Toasted “V” groove 
display kit. Remember. . . now’s the 
smart time to order your Simpson Toasted 
““V"" Groove redwood plywood paneling! 
Contact your jobber now! Regional Of- 
fices in New York, Cleveland, Chicago, 
Denver, Minneapolis, Memphis, Dallas, 
Los Angeles, Portland, Seattle. 





Random Plank 
Toasted 
“V"' Grooves 


Simpson Logging Company, Sales Office, 

Plywood & Doors, Room 702-B 

2301 N. Columbia Bivd., Portland 17, Oregon 

FREE Toasted “V" Groove Redwood sample together with Simpson's new 36-page booklet, 
“Manual on Finishing Piywood,” which has 68 full-color finish illustrations plus decorating ideas 
ond suggestions for the use of plywood in the home 


+... 


PLYWOOD & DOOR PRODUCTS! “* 


Yeu ean rely on Simpson for a cemplete line of specialty plywoods ar 
plvs Aeovwetical, Insulating Boord and Hardboard P 
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REMODELING JOBS will increase slightly, says Walter E. Hoad- 
ley, Jr., treasurer, Armstrong Cork Co. This market will be 


for 1958, but the anticipated increase will be slight. A $2 billion 
strongly promoted by dealers who join the Home Improvement 


increase in mortgage credit, forecast by the National Savings & 
Loan League, is expected to help home building. Council. 





Home Start Predictions for 1958 


F. W. Dodge Corp. 1,075,000 
National Savings and Loan League. . . 1,075,000 





U. S. Dept. of Commerce & U.S. Dept. of Labor (joint estimate) 


National Association of Home Builders 


“Slightly better than ‘57° 








BUILDING OUTLOOK FOR 1958 


Official Forecast: 5% Higher 


New home starts next year will total about 
1,100,000, according to a joint estimate by the 
Commerce and Labor Departments. The Govern- 
ment estimates that about 1,050,000 houses will 
be privately financed. These figures compare with 
a “probable total of a little less than 1,000,000 
private units and about 50,000 public units in 
1957.” 

Total private spending for new construction 
is expected to reach $34.7 billion, an increase of 
$1.4 billion over this year. Total new construction 
spending for 1958 will be 5% higher than this 
year, the Government estimates. 

Overall new construction in 1958 is expected to 
reach $49.6 billion, a $2.4 billion increase over 
1957. Most of this construction increase will be 
in residential building, private and public, also 
highway work. 

Editor’s Note—For a forecast on general busi- 
ness conditions turn to page seven, American 
Lumberman’s authoritative “Newscast.” 


F. W. Dodge Predicts Upturn 


A 6% increase in new non-farm dwelling units 
in 1958 is predicted by the F. W. Dodge Corp., 
construction and marketing specialists, for a 
total of 1,075,000 homes. The dollar volume of 
residential contracts will go up 8%-——a total of 
$13,760,000,000—Dodge predicts. 

Other Dodge predictions: total floor area will 
increase 5%. This small gain is based on (a) con- 
tinued increases in number of apartment units 
and (b) gains in number of houses financed with 
FHA-insured mortgages, which are customarily 
smaller than conventionally-financed homes. 


Commercial buildings. Increases estimated 
for educational buildings, hospitals and religious 
buildings. Moderate declines indicated for com- 
mercial, manufacturing and public buildings. 


Overall construction up. Estimate for total 
building and engineering in 48 states—$33,830,- 
000,000, a 5% increase over 1957. Dollar volume 
of non-residential building contracts — 1% in- 
crease; public works and utilities—7% increase. 
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“Strong Market" in ‘58 
National Association of Home Builders 


Some loosening of the tight 
money situation appears inevitable 
in the coming year. This loosening 
should be ot benefit to the home 
building industry in 1958. 

The latest estimates indicate that 
about 1,000,000 new homes will be 
built in 1957. Housing starts—de- 
spite the constantly increasing 
money tightness — have been fluc- 
tuating between 950,000 and 1,000,- 
000 homes. 

Continuing price increases now 
seem in the making. The process of 
so-called rolling readjustments we 
have witnessed in the past will con- 
tinue, but we do not look for any- 
thing in the way of substantial over- 
all declines in the economy in this 
period. 

We have become so accustomed to 
forward motion—the forward look 
—that we take the slowdown as a 
personal insult. But on the whole we 
should welcome an outlook which, by 
all portents, contains the seeds of 
resumption of growth—even with a 
breathing spell. 

The general slowdown in business 
expansion should improve the home 
building industry’s position in com- 
peting for scarce financing, although 
there is no reason to expect this to 
be helpful until the middle of next 
year. 

Therefore, for the coming year, 
there should be a relatively stable 
volume of building at a slightly bet- 
ter rate than in 1957. 

In summary, next year’s markets 
look strong, strong enough to sup- 
port more than the current level. 
Financing problems will plague the 
industry through the early months 
of next year, but should show some 
improvement by mid-year. The mar- 
kets are there. Prices, product, de- 
sign, and quality and merchandising 
—not housing shelter, but better 
ways of living through better hous- 
ing—are the keys to expansion. 


More Mortgage Money 


Harold Braman 
National Savings & Loan League 


Mortgage credit for new home 
financing will be about 8% higher in 
1958, reaching $26.5 billion, ac- 
cording to Harold P. Braman, exec- 
utive manager of the National Sav- 
ings and Loan League, which has 
just completed a study of the mort- 
gage outlook. 

“Loosening does not mean that 
credit will be easy in the foreseeable 
future,” warned Braman. “Strong 
pressures are developing for a boost 
in defense spending while state and 
local government expenditures are 
rising against the prospect of a 
fairly good business year, despite 
the current economic dip.” 


Two billion more. The National 
League study indicates that record- 
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ings for home loans under $20,000 
will exceed the $24.5 billion expected 
to be written in 1957 by about two 
billions. These figures apply to home 
loans on average single-family 
houses. 

Estimate for next year’s mort- 
gage credit pool of $26.5 billion in- 
cludes 17 billion available from re- 
payments on existing mortgages, a 
$1.4 billion rise over 1957 estimates; 
also, $9.5 billions in new funds flow- 
ing into home loans, a $600 million 
jump over this year’s indicated rate. 

Braman said the $2 billion in- 
crease in mortgage credit will pro- 
vide about $1 billion in additional 
funds each for the financing of 
existing and new homes. 

“In making these estimates,” ex- 
plained Braman, “we are assuming 
a slight increase in the price of 
houses in 1958 and that savings and 
loan associations will continue to 
supply better than one-third of the 
1958 mortgage credit pool.” 


Trend to Package Selling 
by Paul R. Ely, President 
National Retail Lumber Dealers 

iation 

Retail lumber 
dealers should 
experience a 
relatively good 
year in 1957. 
New housing 
starts are ex- 
pected to show 
at least a mod- 
erate increase 
with a some- what larger sup- 
ply of mortgage money. The de- 
mand for repair and modernization 
work promises to continue the up- 
ward trend that has been apparent 
in recent years. 

The dealers’ share of the housing 
market seems certain to increase as 
more and more dealers perform a 
complete home building function 
and show increased activity in the 


Paul R. Ely 


production of housing components. 

The momentum created by Op- 
eration Home Improvement, backed 
up by the program of the new 
Home Improvement Council, will 
create extra sales for the growing 
number of dealers who cultivate 
this market. A recent survey con- 
ducted by American Lumberman 
and NRLDA showed clearly that 
package selling of home improve- 
ment jobs is growing steadily. 

The trend toward new and re- 
modeled sales rooms, often with 
partial self-service, is sure to con- 
tinue in the industry, as dealers 
endeavor to offset decreased sales 
to contractors and builders by cul- 
tivating the consumer trade more 
intensively. 

In addition, dealers are appeal- 
ing to consumers more aggressive- 
ly by carrying a broader line of 
items and performing more services 
for the homeowner and handyman. 
These trends promise to become 
even more pronounced in 1958 as 
dealers gain experience in these 
fields of activity. 


Modernization Up 5% 
By Walter H. Hoadley, Treasurer 
Armstrong Cork Co. 


The lumber 
dealer outlook 
for 1958 will be 
generally favor- 
able with the po- 
tential in the 
new home mar- 
ket unchanged to 
very slightly im- 
proved from staat 
1957. At least a 5% increase can 
be expected in the repair and mod- 
ernization market. 

Lumber dealers who make the 
most of 1958 profit opportunities 
will be those who have superior 
knowledge of their market and cus- 
tomer needs, products, personnel, 
costs and merchandising techniques. 

(more predictions on page 87) 


How Expert are the “Experts’’? 


This is the height of the annual soothsayer's season. The Great American 
Game these days is pzedicting what business will be like in 1958—better, 
worse or just the same. 

Nothing is forgotten faster than last year's predictions. So just for the 
sake of comparison, let's take a quick look at the predictions made a 
year ago and see what happered. 


Prognosticator 


1957 Prediction 


1957 Results 





1,125,000 starts 
900,000 plus 990,000 


(Latest Gov't Estimate) 
starts 





& 
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1. Personal Preparation . . 





WHOLESALE SALESMAN Ross G. Ingraham prepares himself for a sales call by checking 


status of sales, deliveries and back orders. 


Five Steps to a Successful Sales Call 


Careful pre-planning and follow-through makes every call pay off for Western Pine 


Supply Company’s salesmen in Emeryville, Calif. 


“The key which unlocks profits is 
the successful sales call,” declares 
Philip J. McCoy, president, Western 
Pine Supply Co., Emeryville, Calif. 

The statement is more than a 
pretty phrase from this California 
wholesaler, who sees to it that his 
salesmen prepare themselves care- 
fully for each call. 

The key to the profit box presup- 
poses, points out McCoy, that the 
firm has the proper objective and 
policy, efficient physical facilities 
and operating personnel, an active 
marketing area and proper geo- 
graphic location. After that, it’s up 
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to the salesmen. Here are the oper- 
ating principles at Western Pine 
Supply Co. 


Sales policy. Beginning in 1946, 
the firm set up a strict “dealers 
only” sales policy. A written state- 
ment of that policy is furnished to 
customers and prospects. The policy, 
a model for the industry, outlines 
four qualifications a dealer must 
meet; it states the types of accounts 
which will not be sold; affirms uni- 
formity of prices; takes responsi- 
bility for seeing that customers sell 
their products at a _ satisfactory 
profit. 


(A copy of this sales policy is 
available upon request from Ameri- 
can Lumberman. ) 


Sales planning. “In order to be 
effective, you must know your cus- 
tomer’s business,” McCoy tells his 
salesmen. ‘Planning the sales call 
begins the day a customer is as- 
signed to you.” 

WPS salesmen are encouraged to 
know as much as possible about the 
customer’s business: method of 
operation, type and location of cus- 
tomers, types and lines featured, 
facilities including trucks operated, 
names and duties of personnel. 
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KEEPING MANAGEMENT SOLD on his service is an important 
part of Ingraham's sales routine. Here he greets Wendell Scott, 
general manager, Merner Lumber Co., Palo Alto, Calif. 


Checks Inventory ... 


4. Encourages Good Housekeeping... 


a 


INGRAHAM REPLACES MOLDINGS in their proper racks so salesmen can do their 


selling job more effectively. 


Also considered essential is close 
detailed personal knowledge about 
the customer and all personnel con- 
tacted on a selling basis. This 
knowledge ought to include correct 
and complete spelling of names, 
home addresses, birth dates, hob- 
bies, religion and personal prefer- 
ences. 

“The reasons people buy often are 
obscure,” McCoy says. “‘The success 
of a sales call often may depend on 
some apparently unimportant piece 
of information or lack of under- 
standing of the buyer’s attitude or 
viewpoint.” 
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Sales routine. After WPS men 
know what the customer buys, who 
is authorized to buy it, and have a 
good general knowledge of his busi- 
ness and of him personally, they put 
to use a sales routine which, with 
variations to meet individual cir- 
cumstances, is designed to result in 
successful service selling. 

“We emphasize to our salesmen 
that our customer is in business to 
make a profit from the business he 
does with us,” McCoy said. “The 
extent to which we can assist him is 
measured by the dollars he spends 
with us. Our salesmen constantly re- 


DRESSED IN SMOCK, Ingraham checks inventory of doors against 
what he knows is a normal inventory; he will base his order sug- 
gestion on this study. 


5. Writes the Order 


——~, 


SECURING THE ORDER after checking 
supplies, Ingraham gets approval from 
Joe Esteban, Merner lumber buyer. 


mind the customer of our interest in 
his making a profit; we give him 
visible evidence of this interest.” 

The first step in service-selling by 
WPS men is to select a day and hour 
for the regular call. Regularity and 
reliability is stressed. 

Physical preparation for a lum- 
beryard sales call includes being 
clean, neat and alert; being dressed 
in a business-like way; having the 
sales automobile clean; selling in- 
formation up to date and in order; 
sample kit complete and attractive; 
having a clean smock for wearing 

(continued on next page) 
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AWARDED COVETED MASTER WHOLESALER PLAQUE by American Lumberman, WPS 
president P. J. McCoy, holding plaque, is congratulated by western editor Dexter W. 


Johnson, seated beside McCoy. 


while checking stock; having a 
supply of clean rags and a brush. 

Mental preparation includes a 
pre-call check of invoices to see what 
the customer has received since the 
last sales call; a check of any back- 
order status so the dealer can be 
informed; a check of notes to recall 
what happened on the last call and 
what business is pending. In addi- 
tion, subjects for discussion with 
the dealer are planned out, including 
sales points which are to be made. 

Salesmen are cautioned not to 
park in the dealer’s customer park- 
ing area. Upon entering the store 
the salesman is urged not to pre- 
sume upon the dealer’s acquaintance 
by being too informal. 

“Be brief and businesslike in your 
greeting because the dealer knows 
you are there for business reasons,” 
says the WPS salesmen’s manual. 
“Save the visiting for later.” 


Checks inventory. WPS sales- 
man first ask permission to check 
the dealer’s inventory of the items 


WPS sells. Once a dealer gets to 
know the service rendered by the 
firm, such permission is easy to get. 

The salesman goes into the ware- 
house, puts on his smock, takes 
notes so he can learn what the deal- 
er’s normal inventory is on each 
item, straightens up the stock and 
cleans it. He labels and prices as he 
goes, if that is the policy of the 
dealer. During the process, the 
salesman keeps track of items 
needed by the dealer to do business 
profitably. 

“Our salesmen wear their smocks 
during this operation as visible evi- 
dence of our interest and service,” 
McCoy said. “Eventually a dealer 
will recognize its value.” 


Check selling aids. The next 
step is to check over the dealer’s 
selling aids for the products which 
WPS sells. This includes checking 
catalogs, samples, labels, displays. 
He makes sure the dealer has the 
latest price and product informa- 
tion. Dirty, damaged or obsolete 


sales aid material is removed. 


The sale. Now the salesman tells 
the dealer the items and quantities 
he needs to bring inventory up to 
proper level, seeks to convince him 
he needs the materials in the quan- 
tities suggested and asks for the 
order. The quality of product, serv- 
ice and dealer-only sales policy of 
the company is stressed at this 
point. 

WPS prices are based on dis- 
counts for dollar quantity. When the 
basic order is secured, therefore, the 
salesman points out the benefits to 
the dealer of adding to the order 
enough to bring it into the lowest 
price bracket. 

Specific quantities of specific 
items are suggested; the WPS 
weekly special is pushed; new prod- 
ucts are introduced; and profit pos- 
sibilities are pointed out in boost- 
ing quantities of items already or- 
dered. 

As a final step the customer is 
thanked for the order. 


Follow-up. “No sale of our prod- 
ucts is considered final until the 
customer has made his sale of 
them, preferably at a satisfactory 
profit,”” McCoy said. 

The salesman is instructed to take 
an active interest in the sale of his 
products by the dealer to the deal- 
er’s customers so as to help in all 
possible ways to get repeat business 
and increased orders. 

“We’re trying to work smarter, 
not necessarily harder,’ McCoy 
said. 

Does it work? “Right now we’re 
in a most competitive market,” 
McCoy declared. ‘However, we’re 
sticking tight to this policy. We’re 
convinced it is the best one for the 
long pull. We’ve had to drop out of 
some of the markets we formerly 
served on the fringe of our terri- 
tory, but we’re optimistic for the 
future.” 

The firm began late in 1945 with 
a line of pine lumber, expanded into 
moldings, added doors, plywood and 
recently took on the complete build- 
ing products line of Armstrong Cork 
Co. 
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BUSINESS RECORDS BOOKS 


pro eee 


Mail This Coupon to: 


AMERICAN LUMBERMAN, INC. 


MODERN PRACTICAL ACCOUNTING 
139 NO. CLARK ST., CHICAGO 2, ILL. 


Earl A. Saliers a shee «eee $4.00 
Your business will profit more with accurate records to aid in daily opera- 
tions. This book gives you and your staff a working knowledge of accounting 
to help you make practical managerial decisions. 365 pages, 155 illustrations. 


BOOKKEEPING FOR BUSINESS AND PERSONAL USE 
Raymond V. Cradit—twe volumes 

In readily understandable terms, these two books explain the purpose of 
various business and personal records, and how to keep them. 

es en he mr TE TTY eT ee Tey Pee ey TOUTE TL EL eee, 2.50 
Concentrates on books and methods used to record daily buying and selling 
transactions. 326 pages, 153 illustrations. 


789012 
345678 
901234 
567890 
123456 
789012 
345678 
901234 


Enclosed is my check in the amount of $ forthe 


books | have checked below. 
O Modern Practical Accounting 


Bookkeeping for Business and Personal Use 
0 Votumet 


0D Votume ll 








VOR. OB. cccccccccccccccccccseccccvsesesressevesssesecceces 2.75 Addr 


Describes records and procedures that apply to the organizational set-up: 
partnership, corporation, incorporation; plus entries necessary to overall 
business analysis. 212 pages, 88 il!ustrations. 


City, State 
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Tie in with this project that helps you sell more paint 


A whole new market for latex paints is 
headed your way—thanks to a new Dow 
home decorating project that’s being adver- 
tised and promoted to homemaking teachers 
and their classes across the nation. 


The idea is for students to redecorate their 
own rooms at home. And we're supplying 
the teachers with a complete kit of teaching aids for every 
step of the project. Our new sound-slide film in full color, 
“Saturday Afternoon at Sally’s” will tell the whole story to 


their classes. It’s a lively film and sure to inspire them. 
THERE’S A LEADING ROLE FOR YOU IN THIS PROJECT! We have 
all of the information and tie-in material ready for you. 
You'll see how easily you can take part . . . how easily you 
can create a lasting new market for your latex paints. 

Be ready for this project in your community. Drop a line 
today to THE DOW CHEMICAL 

COMPANY, Midland, Michigan, 

Plastics Sales Department 

1810F-1. 


YOU CAN DEPEND ON 
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ilt up his insulation sales volume largely by telling product 


merits to every store customer. 


Prize-Winning Insulation Sales Techniques 


You can boost your insulation sales by following the simple formula which made a prize- 


winning insulation salesman out of Virgil Ward, Thompson Lumber Co., San Bernardino, Calif. 


A manufacturer’s sales contest for lumber dealers 
provided the spark which turned Virgil T. Ward 
into a prize-winning insulation salesman. Ward is 
store manager at Thompson Lumber Co., San Ber- 
nardino, Calif. 

During a recent nine-month period, Ward sold 
enough of one brand of insulation to insulate more 
than 85 houses. As a job of personal salesmanship, 
this was enough to win first prize in the manufac- 
turer’s national contest. Now the store is averaging 
25% of its volume in insulation. 

Ward’s sales methods, continuing after the contest 
was’ over, are simple, lacking in glamour, but effective. 
Basically, they consist of talking insulation to every 
customer entering the store. 


Home sales help. During the first three months of 
the nine-month contest, Ward’s sales of insulation 
were helped by the complete houses sold by Thompson 
Lumber Co. The firm has built up a sizable business 
through developing new home sales. Some of the 
houses are built by local contractors and some by 
the firm’s own crews. In effect, the company acts as 
home building sales headquarters. In the 12 years it 
has been in business, Thompson Lumber Co. has built 
about 5,000 houses. 

For the first three months of the contest, insula- 
tion sales were easy because of this home building 
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work. But then manager Harold P. Thompson worked 
out a deal with another insulation manufacturer 
which undercut by one cent per square foot the price 
of the insulation which Ward hoped would bring 
him a prize. From that time on, his sales volume of 
the higher priced insulation depended solely on his 
own personal efforts. 


Sales tools. Ward’s sales tools, aside from his own 
enthusiasm for the insulation, were (1) the firm’s 
store, (2) small expenditures in newspaper display 
and classified ads. 

Merchandising in the Thompson Lumber Co. store 
has been developing under Ward’s leadership for 
about a year and a half. Prior to that time the store 
had featured only the items used in the houses it 
built. Now the store has a model bathroom and model 
kitchen, plus complete paint, hardware, electrical and 
plumbing departments. The store is well lighted. Dis- 
play islands are well-arranged and neat. 

Ward, working on the established retail fact that 
people tend to turn right upon entering a store, 
placed a large pile of his insulation just to the right 
of the aisle immediately inside the store door. Also, 
he strung a line of banners across the store. The ban- 
ners were obtained from the insulation manufacturer. 

Ward’s major advertising is done in newspaper dis- 

(continued on page 40) 
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WELDWOO?, Paneling 


THE WELDWOOD PANEL PARADE display helps manager Don Edwards (left) show his customers over 70 types and finishes 
of beautiful Weldwood Paneling in sizes large enough for them to visualize the finished walls in their own homes. 


“Our paneling sales have quadrupled since we 
established our Weldwood Department and 
installed the Weldwood Panel Parade display. 


DON EDWARDS, Manager, Benson Lumber Company, Pawhuska, Oklahoma 


Your sales efforts, too, can be more productive than salesroom. Weldwood follows through with training for 
ever before when you take advantage of the selling your salesmen and powerful national advertising and 
power of a Weldwood De partment. Using the Weld- local merchandising programs. Call your Weldwood 
wood Panel Parade as a handsome focal point, you can representative today, or write to Unite 1d States P lywood 
develop a complete “home planning” service in your Corporation, 55 West 44th Street, New York 36, N. Y. 


‘= WELDWOOD WOOD PANELING 


Hardboard « Adhesives * Wood Finishes 
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STORE BANNERS plus a pile of insulation packages just inside 
store entrance were Ward's major sales tools. 


play-classified space. Several times, however, he used 
manufacturer’s ad mats in the newspaper’s weekly 
home and garden page. 

The normal price of the insulation was $13 per roll. 
When, during the summer, Ward’s wholesale supplier 
came up with an incentive discount of an extra 712%, 
Ward cut his price to $11.98 per roll, not quite match- 
ing the discount. This “special” price was feautred 
in newspaper ads. 

All of the sales were completed in the store, save 
for several which Ward measured up for customers 
on week-ends on his own time. Staple guns were 
loaned, but the store sold the staples. 


Ward's answer. “Really, the only thing we did 
was to keep talking this one brand of insulation to 
everyone coming into the store. I mean that literally,” 
he said. “One thing that helps me in talking to our 
store customers is that I have had considerable ex- 
periénce in building, myself, so I’m able to explain 


NEW HOME BUILD- 
ING is a major 
source of revenue 
for Thompson Lum- 
ber Co. Here Ward 
writes up an insula- 
tion order while 
manager Thompson 
serves another 
buyer. 


"WE HAVE THE FINANCING," says sign on store exterior. 


to people how to install the insulation so they under- 
stand it.” 

Now that the sales contest is over, what next? 

“IT guess I just got into the habit of talking insula- 
toin,” Ward said. “The way it’s been going, at least 
25% of our store sales volume continues to be in- 
sulation, even though I can’t win any more prizes!” 








The following mills produce and ship 


‘CRA Certified DRY’ redwood 


ARCATA REDWOOD COMPANY REDWOOD 
P. O. Box 218, Arcata, California 


GEORGIA-PACIFIC CORPORATION 
Hammond-California Redwood Division 
417 Montgomery St., San Francisco 6, Caiifornia 


HOLMES EUREKA LUMBER COMPANY 
Redwood Sales Company, Eastern Distributor 
1430 Russ Building, San Francisco 4, California 


THE PACIFIC LUMBER COMPANY 
100 Bush Street, San Francisco 4, California 


THE PACIFIC COAST COMPANY 
P. O. Box 611, Willits, California 


SIMPSON REDWOOD COMPANY 
3100 Russ Building, San Francisco 4, California 


UNION LUMBER COMPANY 
620 Market Street, San Francisco 4, California 


WILLITS REDWOOD PRODUCTS COMPANY 
Hobbs-Wall Lumber Company, Sales Agent 
2030 Union Street, San Francisco 23, California 


CALIFORNIA REDWOOD ASSOCIATION 


576 Sacramento Street + San Francisco 11, California 
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YOU'RE WIDE OPEN FOR 
SALES WITH GRANT 
FOLDING PANEL HARDWARE 


because only Grant no. 2500 hardware gives you 7 excellent 
reasons for buying, plus the exclusive new Grant Passageway Set. 





FULL HARDWARE RANGE: two door sets for 1'6”", 


2'0”, 2'6” and 3'0” openings — four door sets for 3’, 





y 


anh | 
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4’, 5° and 6’ openings. 








COMPLETELY ADJUSTABLE: vertically and hori- 
zontally — simple too, 


nl 





Tn 
UA 
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UNIQUE JAMB BRACKET: keeps doors off floors, 


positively, eliminates need for any hardware on floor. 




















Hil 





FAST INSTALLATION: even for your unhandiest 


handyman customer. 
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QUIET OPERATION: doors glide smoothly, noise- 


lessly on guides with nylon bushings. 
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REINFORCED BRACKETS and GUIDES. heavy 


duty, insure perfect, long-time operation, 








ANTI-SAG FEATURE: extra setting holes on guides 
give added protection against any possible operation 
difficulty. 


Once again Grant offers the trade a highly 
engineered product containing the quality 
and price features which have made Grant 
the fastest moving line of sliding hardware 
in the nation! 



































Write for your copy 
of the award-win- 
ning Grant catalog 
with full informa- 
tion on the 2500 line. 





grant pulley and hardware corporation 


3 high street, west nyack, new york 


944 long beach avenue, los angeles 21, california 
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subfloor-underlay 


2.4-1 is the new 11%” plywood that 
makes possible the revolutionary 
“panel and girder” floor construc- 
tion system that saves from fifty to 
five hundred dollars per house.* It 
also gives you markedly superior 
construction. You save on both 
framing costs and application time. 
And because 2-4-1 has structural 
strength plus smooth surface, it 
serves as both subfloor and under- 
layment. More savings! 

*Actual savings reported by builders vary 


with local wages, size of house and type 
of floor construction previously used. 


Show your builder customers these 


= 3 waysto get 


2. Texture One-Eleven 
siding-sheathing 


Here’s another way to sharply cut 
costs by doing two jobs with one 
material. With Texture One- 
Eleven siding, you can eliminate 
sheathing. This new vertical 
shadow-line Exterior plywood adds 
crisp good looks to any style home. 
Panel is 5g” thick, with 44” deep 
grooves, leaving a full 34” thickness 
under grooves, meets FHA MPRs 
for combined siding-sheathing. 


For complete information about 2-4-1, 
Texture One-Eleven and Overlaid 
plywood write for free “Plywood 
Light Construction Portfolio.” (Offer 
Good USA Only). Douglas Fir Ply- 
wood Association, Tacoma 2, Wash. 
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Support 2 x 4 blocking 
with framing anchors 
or toe nail 





New 2-4+1 serves as both subfloor and 
underlay, spans 4’ girder spacing. Inset 
2x4 blocking supports panel edges. Fin- 
ish floor may be hardwood, tile, carpet. 





Girders set flush with footings lower house about 12”. 





Result: important savings in labor and materials plus 
a visual bonus achieved by giving house attractive 
“low-lying” feeling. 




















3. Overlaid Plywood 


siding-sheathing 


Overlaid fir plywood also has the 
“plus” structural strength to serve 
as both siding and sheathing. The 
smooth, durable resin-fiber overlay 
is permanently fused to Exterior 
fir plywood to provide the perfect 
base for smooth, long-lasting paint 
finishes. Overlay eliminates check- 
ing, grain raise. Available in stand- 
ard sizes, thicknesses. May be used 
as flat panel, board and batten or 
lapped siding. 
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means quality construction 
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Sign Boosts Home Improvements 
By Budget Plan Payments 


At Temple Lumber Co., Texarkana, Tex., a well-let- 
tered sign posted adjacent to the front door outlines 
approximate total monthly prices for a wide variety 
of home improvement packages. 

“Tt’s as easy as ordering a refrigerator or washing 
machine,” the sign reads. 

Listed on the sign are projects ranging from paint 
jobs costing $200 or $6 per month, up to complete re- 
modeling jobs amounting to as much as $3,500. The 
sign stresses the fact that Temple Lumber Co. uses 
the facilities of the Lumbermen’s Investment Corp. to 
finance time payments. The LIC is wholly owned by 
members of the Lumbermen’s Association of Texas. 


Get the Right Length 

Lines painted at 2’ intervals on the cement pavement 
parallel to the lumber storage sheds at Godwin Build- 
ers Supply Co., Dunn, N. C., enable a company em- 
ploye or a do-it-yourselfer to ascertain at a glance 
whether or not a piece of stock is the length he needs. 
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Truck Driver's Name on Cab 
Door Aids Firm's Public Relations 


Each truck operated by R. L. Sweet Lumber Co., 
Kansas City, Kans., bears the driver’s name on the 
cab door. The neat metal sign reads, “Operator in 
charge—(name of driver)—safe, reliable, courteous.” 
Officials of the firm report the embossed metal signs 
help remind the drivers of their responsibility on the 
highway and establish them as representatives of the 
company as they deliver materials to construction jobs. 


Makes Ad Sheets Available 


Extra copies of all the weekly ads that are run by 
the Linden Lbr. Co., Manasquan, N. J., are spotted at 
12 store and yard locations. These attract the attention 
of customers and help remind them of the weekly 
specials. 

Many customers even take a copy of the ad off the 
board so that they can have it convenient as they walk 
around. Copies of these same ads are sometimes placed 
under the windshields of parked cars so that when the 
motorist is ready to leave the yard he may see some- 
thing that will bring him back into the store. 
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you know you’re right when you 


specify by DFPA’ grade-trademarks 





factory-inspected, 
laboratory-tested 


To qualify for DFPA grade-trademarks, 
manufacturers must pass rigid and con- 
tinuous inspection of current plywood pro- 
duction. In addition to these on-the-spot 
mill checks by DFPA quality supervisors, 
thousands of samples undergo scientific 
testing in DFPA laboratories. Use of grade- 
trademarks may be withdrawn if quality is 
not satisfactory. 


right grade, right 
quality for every job 


DFPA grade-trademarks are specification 
guides to the right grade for a specific job. 
Only genuine DFPA quality-tested panels 
bear DFPA registered grade-trademarks. 
There are imitations. Don’t be misled! 


Be sure you can tell the difference. 


Send for the DFPA Quality Story —a portfolio of grade- 
use data and a step-by-step description of the DFPA 
quality control program. Write Douglas Fir Plywood As- 
sociation, Tacoma 2, Washington. (Offer good USA only) 


D F PA grade-trademarks 


re ER 


€ Proper construction — 
inside and out 


Zee 


Adequate strength, 
rigidity and stiffness 


| 
{ 
wad 


€ Dependable glue-line 





|EXT-DFPA)... 
an 


ten! 7 Nee 
*DFPA stands for Douglas Fir Plywood Association, Tacoma ?, 
Washington—a non-profit industry organization devoted to 
product research, promotion and quality maintenance. 


acm: Fire Plywood 
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NEW GOLD BOND TRI-DEK... 


Your builder-customers know that houses are harder to sell today— but 
surveys show that one type of construction 4 selling — spacious open-beam. With 
new Gold Bond Tri-Dek, you can offer customers a roof slab that helps 
them build open-beam faster, better...and with more profit. 
Tri-Dek is three products in one — roof deck, insulation, and finished ceiling. 
Builders apply it in one operation ...they save time, material, money. 
And with Tri-Dek you offer these three extras: 
1. Tongue and groove on all four sides — makes solid base for finished roofing 
2. Self-sealing joint on a/l four sides available with vapor barrier in the 
2” and 3” thicknesses. Saves caulking. Tri-Dek in 1%” thickness for mild climates 
is made without seal or barrier. 
Every 2’ x 4’ and 2’ x 8’ slab has the built-in strength and rigidity 
that results from Gold Bond's unique Fiberlok process. 
Show builders how new Tri-Dek helps make their prospects 
dissatisfied with old-style homes; how it creates the urge to buy — ¢Ae/r houses. 
Call your Gold Bond® representative for more information — or write 
Dept. AL-127, National Gypsum Compaiuy, Buffalo 2, New York. 


INSULATION BOARD PRODUCTS 
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Your salesmen will welcome 

Tri-Dek to their line because it’s easy to 
sell builders Tri-Dek’s three big 
advantages: A detter designed roof deck slab; 
big savings in cost; and the extra 

sales appeal of open-beam construction 





‘aaa. 
Gold Bond 


NATIONAL GYPSUM COMPANY 
BUILDING PRODUCTS 
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. a small sample of the full line 
of Safe Builders Hardware ... the 
quality line at competitive prices 
since 1849. Send for free Catalog 
No. 21 today. 


* ORDER FROM YOUR JOBBER 


Side 
Fastener 
03080 





Chain 
Door 
Fastener 
2751 


SAFE-FRAIM 
Burglar Proof 
Window Lock 


Pull Down Box Hasp Lever 


Sash Fastener 3054 


Ventilating 
Lock 3075 
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. .. Gets Big Jobs for Dealer 


County fair promotion wins business for 


Ohio firm. 


Wendell Mote, retail lumber dealer of Glen Karn, 
Ohio, is seen in top picture above sitting in the “rest 
house” he built at the county fairgrounds in Green- 
ville, Ohio—complete with two Mote & Sons promo- 
tional signs. The 12’x12’ structure uses six penta- 
treated poles. 


Such promotion devices as erection of the rest 
house has brought considerable pole-frame construc- 
tion business to Mote, both farm and commercial. 


One example is the 60’x200’ pole-frame building 
which enables Warren Chevrolet Co., Greenville, 
Ohio, to keep a large and protected inventory of cars 
at minimum expense. One-third of the auto “show- 
room” is completely enclosed. Cost of the 12,000 
square foot building was $1 a square foot, construc- 
ted by Hote Lumber crews in two weeks. 
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Greater UNIFORMITY of GRADE 


SPELLS GREATER BEAUTY, 
PERFORMANCE AND ECONOMY WITH 


» PAL CO Architectural Quality Redwood 


GRAIN GRADES 


@ 


The very finest available. 
Vertical grain that con't ‘shell 
out"’—rich redwood colorings 
throughout — the full benefit 
of all features found only in 
heart redwood. 





VERTICAL 


CERTIFIED DRY 
CLEAR HEART V.G. 
PALCO” REDWOOD 








CERTIFIED DRY 
A GRADE V.6. 
PALCO” REDWOOD 





A selected grade of vertical 
grain containing some clear 
sapwood — unsurpassed as a 
paint surface — often chosen 
for decorative value of color 
contrasts where more durable 
heart qualities are not essen- 
tial. 


Redwood is so different from any other lumber 
that it requires its own unique grade marks. Whereas 
“A Grade” compares with the top grade in other 
soft woods, redwood offers an even higher quality in 
“Clear Heart,” with its exclusive properties of resist- 
ance to weather, insects, decay, swelling, shrinkage 
or warping. 

Performance of redwood is vitally dependent on 
specification of the proper grade for each job. Through 


or 


see our catalog in 


FLAT GRAIN 


CERTIFIED DRY 
CLEAR HEART 
PALCO’ REDWOOD 





Ae anti 


sin, eat 


GRADES 








The finest flat grain available, 
with full benefit of all heart- 
wood qualities. PALCO Archi- 
tectural Quality features the 
pattern surface cut from the 
bark side to prevent raised 
shell grain. 


CERTIFIED DRY 
A GRADE 
PALCO” REDWOOD 








Where clear heart is not re- 
quired, painting is indicated, 
or decorative color variation 
is desired, A Grade contain- 
ing some sapwood may be 
specified. PALCO Architec- 
tural Quality again insures 
controlled manufacture to 
prevent ‘shell out.” 


the most rigidly controlled manufacturing in the 
industry, PALCO Architectural Quality offers the 
highest uniformity of grade — plus the fact that all 
resawn siding is vertical grain, and flat grain produc- 
tion is controlled so that pattern is run on the proper 
face, thus avoiding raised shell grain even under 
severe exposure. Only PALCO gives you this assur- 
ance... yet it costs no more. 


THE PACIFIC LUMBER COMPANY 


100 Bush St., San Francisco 4, Calif.—Dept. AL 


Please send me without obligation: 


8 See Sweet's Architectural File, or send coupon for your 
personal copy of this aid to redwood specification — 
and informative booklet ‘From Out of the Redwoods" 


or write for copy 


| 
! 
| 
| 
| 
THE PACIFIC LUMBER COMPANY | 
| 
! 
l 
! 
! 
| 


Reprint of Architectural File Bulletin outlining specification 
data, PALCO Redwood patterns, sizes, grades, grains, etc. 


‘From Out of the Redwoods'’—colorful booklet showing 
how PALCO Redwood and Redwood Products are produced. 


Since 1869 * Mills at Scotia, California NAME 











TITLE 


35 E. Wacker Drive 
Chicago 1 


100 Bush Street 
San Francisco 4 


2185 Huntington Drive 
San Marino 9, Calif. 








COMPANY 
ADDRESS 





ciTY ZONE—_STATE 





MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 
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American Lumberman 











monthly feature for dealer- fabricators 





RODNEY EMORY, garage mechanic 
and owner of the new Lu-Re-Co 
house he finished himself: ‘I'm al- 
ways trying to sell others on 
Lu-Re-Co construction. The house is 
versatile, solid, spacious. | was able 
to finish it myself and save (or 
rather make) about $4,000. | love 
that house.” 


How 
Lu-Re-Co 
House 
Affected 
Four 
Citizens: 


j ; 
™ ' 


TED WALSH, manager, Grafton Building Supply: 
"Lu-Re-Co provides a stronger house. We sell 30 to 


40% 


tional house.’ 


CHARLES BODUC, building con- 
tractor, who erected the house: "'It 
is good construction and can be 
erected by a crew of two or three 
men. It halves the construction time 
because you don't have to run 
around and get materials." 


more materials than we would for a conven- 


a ‘3 
CLINTON ROPER, exec. v.p., Mu- 
tual Savings Bank of Littleton, who 
financed the new house: ‘We're in- 
terested in the materials and work- 
manship, regardless of type of con- 
struction. In this case Walsh's super- 
vision assured us that everything was 
done and done right." 


Panelization Scores in Small Town 


Is there a place for Lu-Re-Co in 
a semi-rural vacation area where 
the winter population is 12,000 com- 
pared to a summer population of 
60,000 and where five or six houses 
are erected in the city each year 


50 


and 15 to 20 within the 20-mile 
radius the company considers to be 
its trade territory ? Does a dealer in 
such an area grossing between 
$150,000 and $200,000 stand to 
profit by Lu-Re-Co? 


Ted Walsh, manager, Grafton 
Building Supply Co., Littleton, 
N. H., thought so, and convinced 
that it would take pioneering and 
it might as well begin, he intro- 

(continued on page 52) 
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For rugged framing... 


suggest DOUGLAS FIR 


the nation’s first-line wood for structural purposes 


DOUGLAS FIR—for built-to-last framing. 
More than any other single property, the strength 
of Douglas Fir accounts for its large use volume. 
For beams, posts, stringers and other structural 
purposes, it is manufactured in stress grades 
designed for ready and predeterminable use to 
sustain any given load. The straightness, stiffness 
and nail-holding power of Douglas Fir also add to 
its excellence as a construction material. 

For interior trim, mouldings and millwork, 
Douglas Fir combines long-lasting service with 


pleasing appearance. 
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Write for FREE illustrated book 
about Douglas Fir to: 

WESTERN PINE ASSOCIATION, 
Dept. 704-D, Yeon Building, 


Portland 4, Oregon. 


:Western Pine Association 
' member mills manufacture these woods to high 
' standards of seasoning, grading and measurement 


idaho White Pine - Ponderosa Pine - Sugar Pine 
| White Fir - Incense Cedar - Douglas Fir - Larch 
Red Cedar -Lodgepole Pine- Engelmann Spruce 


Today's Western Pine Tree Farming Guarantees Lumber Tomorrow 
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ueanuctis 9S 
“Packaged AS 


=ay / 


EASY TO DISPLAY 
IN BIN OR ON 
PERFORATED 
BOARD 


* ELIMINATE 
Loose-piece losses. 
Time losses. 


OFFER 

Easier selling. 
Greater convenience. 
Improved appearance. 
Maximum protection. 


ORDER FROM YOUR WHOLESALER 


Laptuskibs 


INDIANA 
MICHIGAN 


MICHIGAN CITY, 
GRAND BEACH, 


BOX 333, 
FACTORY: 


“One good turn (buckle) deserves another” 
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duced the Lu-Re-Co system to his 
community in June, 1956, because 
he felt his was a market for a good 
low-cost house. 

He posted Lu-Re-Co posters in his 
showroom—particularly behind the 
counter where anyone paying for 
merchandise would be sure to see 
them. He advertised the modular 
system of construction in ads in the 
local newspaper. He set up three 
Lu-Re-Co panels — a solid one, a 
door panel and a window panel — 
as a background for the booth his 
firm took at the Trade Fair in the 
local armory. They generated con- 
siderable interest. 

In talking to customers who were 
interested in building, he empha- 
sized the fact that he offered the 
Lu-Re-Co method of construction. 
Most of all he talked it to the three 
builders in the community. They 
proved to be interested, but so far 
have not been convinced that the 
system will save them money on the 
selling cost of a house. 

“They don’t understand the waste 
of cutting,” says Walsh, “and, be- 
cause building has been down in the 
area, they are currently more in- 
terested in having something to do 
to keep their men busy, so they can 
keep their crew together.” 

So it was not until January, 1957, 
that Walsh got to erect a Lu-Re-Co 
house when Rodney Emory, me- 
chanic in a local garage and brother 
of one of Walsh’s six employes, 
came to him. Emory wanted to build 
a house, he wanted to obtain the 
materials locally, he wanted to do 
as much of the work himself as pos- 
sible, he wanted a house that would 
be easy to build in a minimum time. 


Emory chose one of the Lu-Re-Co 
stock plans and poured his own 
foundation. Walsh furnished him 
the plans so he had the dimensions 
and specifications for plumbing and 
heating. Emory erected the sub 
floor. Meanwhile, Walsh’s regular 
employes built the panels and roof 
trusses in the Grafton warehouse. 


Fast erection, Then on the first 
warm day in January, they trucked 
the panels to the site and one of the 
three builders in the community 
who had experience erecting U. S. 
Steel homes and so was familiar 
with panel construction, took over. 

The builder had a crew of five 
men. Starting at 8:30 a.m. they 
erected the exterior panels, put the 
roof trusses in place, roofed the 
house, erected the interior parti- 
tions, hung the windows and doors, 
and had the tar paper applied by 
4:30 p.m. 

From this point Emory finished 
the job himself. Fortunately, the 
warm day in January stretched in- 
to three allowing him ample time to 
install the insulation. Thereafter a 
box heater kept the interior of the 
house comfortable for him to install 
the wall board and finish the in- 


terior including laying and finish- 
ing the floor. He also installed the 
wiring (he had formerly worked as 
an electrician), the furnace, and 
with the help of a plumber the 
plumbing. 

Walsh arranged for financing 
$7,000 (Emory already owned the 
lot) by a straight mortgage loan 
with the Mutual Savings Bank of 
Littleton even though the bank has 
a history of not being especially re- 
ceptive to mortgage loans. 


Future is good. Walsh feels 
there’s a real future for Lu-Re-Co 
sweat equity homes in his area. “‘As 
far as I’m concerned it’s a selling 
point,” he says. “It means that many 
fellows who are willing to work and 
don’t have a proper down payment 
can have their own house.” 


As for the builders in the area 
using Lu-Re-Co, Walsh has this to 
say: “They haven’t closed the door 
on it, and won’t if there’s a chance 
to save a nickel. Actually, the lat- 
ter possibility will bring them 
around quicker than trying to sell 
it to them. In the meantime, our big 
effort is to change them to think in 
terms of interior dimensions rather 
than exterior.” 


Handyman Special 


A simple job of “packaging” 
creates the traffic-builder set of 
mitre-box and saw shown in super- 
mart of Sibley Lumber, Livonia, 
Mich., above. Mass display helps 
create a “special price” atmosphere 
for the sets. 
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PONDEROSA PINE 
DOUGLAS FIR 


OW YOU CAN ADD 


A VARIETY OF 
PLYWOOD PRODUCTS 


In Mixed 


With the ever increasing consumer demand for 
decorative plywood panels—it would pay you 
well to stock a suitable quantity of each of the 
types available, to turn inquiring prospects into 
active buyers. 

You can do this with a minimum of outlay! 

Order your plywood in mixed cars direct from 
Weyerhaeuser mills. You get the economy of 
mixed car shipment direct to you. Careful loading 
at the mills will assure a top condition shipment. 

When you order lumber from Inland Mills, 





WEST COAST HEMLOCK—one of the variety of 
species—is often called the “Ability Wood” be- 
cause it is so versatile, serving dependably for 
framing and sheathing as well as for flooring, 
siding, molding, and other finish uses. 








RED CEDAR 


KNOTTY PINE 


ar Shipments 


include these veneered varieties: 
KNOTTY PINE GRUVE-PLY e FLUSH KNOTTY PINE 
INLAND KNOTTY CEDAR e PONDEROSA PINE 
Include these FIR PLYwoopDs with your orders 
for West Coast lumber products: 
SANDED GRADES e SHEATHING e HANDY PANELS 
SCARFED e UTILITY TOPS AND BASES « MARINE 
For meeting today’s sales demand, for closer 
inventory control, for the most economical price 
. order plywood in mixed cars—mill-to-you 
from Weyerhaeuser. 


WEYERHAEUSER 


41-SQUARE 














WEYERHAEUSER SALES COMPANY ST. PAUL 1, MINNESOTA 
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HIGH CLASS 
REDWOOD 


Right 

from the 
redwood “— 
country | 


¥ 





* 
“ ° 
Severe” 


... right for size, right for grade, right 
for price! Hobbs Wall has stood for 
the best in redwood for over 90 years. 
For the name of your nearest Hobbs 
Wall wholesaler or commission man, 


write or wire us now! 


HOBBS WALL 


Hobbs Wall Building, 
2030 Union St., San Francisco 
Fillmore 6-6000 « Teletype SF-761 


Hobbs Wall is Exclusive Distributor for 
WILLITS REDWOOD PRODUCTS CO. 
A CRA Mill 
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PRIZE-WINNING SUGGESTIONS meant cash awards for these employes of the Moser 
Lumber Co., Inc., Naperville, Ill. Left to right, Robert Niklas, Dorothy Wehrli and Alex 


Neilson. 


_Employe Suggestions Pay Off 


Illinois dealer pays cash awards for acceptable ideas. 


Everyone of the 38 people at 
Moser Lumber, Inc., Naperville, IIl., 
is encouraged to improve the firm’s 
operations. Cash awards of $5 to 
$25 are paid for useable sugges- 
tions. 

In one recent month Alex Nielsen 
of the millwork department was 
paid $10 for his suggestion relating 
to an improved receiving office pro- 
cedure. Dorothy Wehrli, office, re- 
ceived $5 for an improvement in 
filing and records storage. Fred 
Hodel, driver, was paid $5 for his 
idea on maintenance of trucks. Dave 
Greef, estimator and Bob Niklas, 
office, had identical ideas for an em- 
ploye’s bulletin board; each received 
$5. During the month 14 sugges- 
tions were submitted. They ranged 
from good housekeeping, to safety, 
operations and new products. 


Driver awards. As a result of 
one of the suggestions, the firm now 
makes a quarterly driver courtesy 
award of $10. Each winning driver 
has his name engraved on a plaque 
hanging in the office. The award is 
made on the basis of favorable com- 
ments of contractors reported to 
Moser salesmen. 

All of these awards, plus other 
events, are reported each month in a 
one-page mimeographed employe 
bulletin, the Moser Lumber News. 

“These are good morale builders,” 


said president Harold Moser. “They 
also make management more recep- 
tive to new ideas. Without good new 
ideas a lumber company is finished.” 


Simplified Selling 


Use of the automatic slide pro- 
jector shown above at the Theo. 
Miller & Son lumber company, Kutz- 
town, Penna., makes selling job 
easier for company’s sectionalized 
homes. Slides show how components 
are pre-assembled in dealer’s shop. 
Other scenes show typical homes 
completed and occupied. 
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New companion to famous 


Homasote Beveled Siding 

















Grooved Vertical Siding 





Backed by long experience in quale 9 [LI 


value, durability, and weather-protection. 





ity exterior materials, Homasote IL 
Grooved Vertical Siding represents a major advance in 
finished appearance and construction economy. Here is 
weatherproof, crackproof Homasote—now beautifully 
grooved and with ship-lap joints. 


Homasote GVS costs less than other similar panels, 
speeds application, and offers considerable savings in 
upkeep. 4’ x 8’ panels of Homasote GVS cover exteriors 
or gable ends a third of a square at a time. A special 
“three-stage” joint (see diagram) gives a sturdier edge 
that stands up even with rough handling. Because this 
siding is a high-density, %” thick material, Homasote 
GVS has deeper grooves—for a rich-textured, striking 


appearance. 


With Grooved Vertical Siding you have all the advan- 


tages of time-tested Homasote — superior insulation 


There is no danger of weather damage 
during application, no need for immediate painting. 
You can choose any paint or stain, and know the job 
will hold up longer. Optionally, Homasote GVS is 
supplied with a prime coat front and back. 


When you know the extra values of Homasote, you have 
the ready-made sales story for your cus- 
tomers. The 68-page Homasote Hand- 
book shows you why Homasote is the 
quality building board—in the mate- 

rial itself, in its range of applications, 

in the building know-how that goes 

with it. Get the building know- 

how by writing for your copy of 

the Homasote Handbook. 

Kindly address your inquiry 


to Department M-9. 


Hi |) ht A = © T Ee COMPANY, TRENTON 3, NEW JERSEY 


IN CANADA: TORONTO, ONT.—P.0O. Box 35, Station K »* MONTREAL, P.Q.—P.O. Box 20, Station N 


BUILDING PRODUCTS MERCHANDISER 


Circle No. 26 on Coupon, page 88 





What else brings builders 








Job after job, year after year, the unmatched quality of 
Bildrite holds and builds your business! 


In just about any town where there’s an Insulite 
dealer, you can find building contractors who have 
traded with that dealer for two years, five years, ten 
years or longer. One big reason for such solid friend- 
ships is Bildrite Sheathing. 

Very often, an interest in Bildrite brings the 
builder in for the first time. He uses it on a few 
houses. He notices how quick and clean it saws... 


and its exceptional strength. He reorders again and 
again; and the dealer adds another loyal, satisfied 
customer. 

For the lumber dealer, Bildrite is a great ‘‘bread- 
and-butter’’ item, and a great money-maker . . . easy 
to handle, fast turning, free from waste, returns, 
spoilage and mark-down losses. Want information? 
Write us—Insulite, Minneapolis 2, Minnesota. 








back like Bildrite Sheathing”? 











Steady repeats...low handling costs. These typical scenes, at a busy Minneapolis yard, show why this dealer 
calls Bildrite Sheathing ‘‘the best business-builder in our place.”’ Vehicles at left all belong to contractors who buy 
Bildrite regularly. Outdoor stockpiles in photo at right show how this dealer saves inside storage space, fills orders fast, 
and cuts handling costs with Bildrite unloaded direct from rail cars. 


INSULITE 


sells easy...sells fast...stays sold 
= 


)) insulite, made of hardy Northern wood. Insulite Division of Minnesota and Ontario Paper Company, Minneapolis 2, Minn. 


INSULITE AND BILORITE ARE REGISTERED T.M.°S, VU 





JIG RACK holds up to 20 sheets of 4x8 hardwooil 
plywood panels. Runner grooves to guide the router 
are spaced 214” apart. 


ROUTER GUIDE is made of hard birch. A 
2%” hole is drilled to allow clearance for 
the 144” V-grooving bit. Panels are grooved 
less than 1%” deep 


Grooving Operation 





Upgrades Hardwood Panel Sales 


Using a portable jig and a hand router, 
this California dealer upgrades a panel sale 


$2 in three minutes. 


A home-made jig, a portable router and a few 
minutes labor is all that it takes to upgrade a 
hardwood plywood panel sale by $2 at Wiley 
Lumber Co., Long Beach, Calif. 

Originally, yard manager Merle D. Vandruff 
planned to use the panel-grooving operation to 
keep his yard crew busy during slack periods. 
Enthusiastic response of builders in the area 
now makes it necessary to maintain a steady 
production of grooved panels. A millhand and 
a helper can groove a 4x8 panel in three min- 
utes. Production often runs as high as 200 
sheets a day. 

73 sare wise eee In one eight-month period, Vandruff esti- 
inl i a gente a ee mates the firm sold more than 3,000 of these 
= grooved panels. This meant more than $6,000 

in added gross profits. 
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IVT 
Symbol of 


TARDY 


a 
I i] arm personal 


PANEL GROOVES are smoothed with a square, greetings and 
second-cut file. This operation is necessary as 
the panel lines are rough after the routing op- 


eration. appreciation to 
all our friends 
in the lumber 


industry from 


NOYO 


Chief of the Redwoods 


x 


Union LumBER COMPANY 


TREE FARMERS AND 
MANUFACTURERS 


FORT BRAGG 
CALIFORNIA 


San Francisco 
Los Angeles 
Park Ridge, Ill. 


PANEL EDGES are slightly beveled SALES REPRESENTATIVES New York 
with a block plane. Only one or two THROUGHOUT THE NATION 
passes are required for this operation, 





b. y mak ssi to joi ° ° eer 
e: insted pos ag ah . . joint. ner Member California Redwood Association 
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in Proper Home Ventilation 
Lo Mavee Co StRIES 700 © 
ROOF LOUVERS 


a Made of attractive rustproof, heavy gauge 

new aluminum with tab-fold seams for added 
strength and rigidity. 

construction Improved design leaves three sides open for 


maximum ventilation—guard wall around 
tested base opening affords far greater weather 
protection than competitive models tested 

desi under exposure to extreme winds and rains. 
gn Built-in aluminum 8x8 mesh screens keep 
with insects out . . . prevent clogging from leaves 


and bird nesting . . . tend to break up snow 
these and rain... meet FHA requirements. 
Wide mounting flange makes installation 
features faster and easier. 


Fits any type of roof . . . Gable, Hipped, 
Pitched or Flat—can be used equally well 
for venting attics, or with exhaust fans. 





Cutaway illustrates construction de- 
tail . . . shows base opening with 
guard wall for weather pro- 
tection. 









Ge all the facts about these 
new attractive, durable, low 
cost Lo Man Co Roor Louvers. 
Ask your jobber or dealer, or write 
Louver Manufacturing Co. for com- 
plete information. 











SPECIFICATIONS 
: ‘ Sq. Inches 
Model No. Overall Size Including Flanges Seu eae 
730 12%" x 17%” x 4” 30 
750 15%” x 21%” x 5” 50 
770 17%” x 235%” x 6” 70 

















WORLD’S LARGEST EXCLUSIVE LOUVER MANUFACTURER 


LOUVER 


MANUFACTURING COMPANY 


3603 Wooddale Avenue ° Minneapolis, Minn. 
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MECHANICAL HANDLING—UNLOADING 














EACH OF THREE PLATFORMS with bulkhead is for a different 
length of 2x8 lumber being unloaded by one man from car above 
at Mohawk Lumber & Supply. 


Platforms, Trailers for 
One-Man Unloading 


Warehouse lift trucks can come and go as needed at 
Mohawk Lumber Co.’s main yard in Detroit. By use of 
unloading platforms (above) and wheeled platform 
trailers (below) loading can be quickly accomplished 
by one man per rail car. 

The unloader can complete his job at any time, leav- 
ing his filled platforms ready for lift trucks to move 
them to proper bins when time permits. 

One-man unloading achieves maximum labor effi- 
ciency, according to Mohawk management. 





PLATFORM TRAILERS such as shown above at Mohawk fit into 
6' wide car doors with ease, then rolled into warehouse where 
they are picked up by lift truck operators at will. 
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No. 39 RUSSWIN “Buy-Catchers”’ for ’'57 


Publication Advertising 
that’s the talk of the trade 


/ Aisa 


inspirations 


A Show Hit... 
| 12-page, 4-color 
| illustrated brochure 
| , for builders 
—— _ a | and contractors 
mt 





Condensed, 
Easy-to-use 
Catalog 





All the beauty and quality of Russwin Imaginatively- 


Styled Doorware are reflected by the high caliber of the 
advertising material being produced to help SSW 
Russwin dealers increase sales. Copies of any advertising 
Ob Ses 
Ce Car 
ers ha he edae 


P 


piece illustrated may be obtained by writing Russell 
& Erwin Division, The American Hardware Corporation, De 


New Britain, Connecticut. 


Colorful | SQ es | New Home 
Envelope —— oe = ~&) | Knob 


Stuffers | Ls . ate, a Hangers 





i TALK of the INDUSTRY 


eRe ae 


THREE MOBILIFT TRUCKS recently assisted the Unit Masonry Assn., Portland, Ore., in its 
masonry-marathon to erect the new Oregon Museum of Science and Industry building in 
one day. Three Mobilift Model E stand-up industrial trucks, two with special 13’ masts 
like the one pictured and one with a standard 9' mast, supplied 290 workmen on scaffolds 
two tiers high with over 100,000 units of masonry in the II hours it took to complete 


the building. 


Sales of Yale & Towne 
Products Set Record 


The sales of Yale locks and hard- 
ware have reached a level in 1957 
higher than in any previous year in 
the history of The Yale & Towne 
Mfg. Co., New York, N. Y., reports 
president Gilbert W. Chapman. He 
attributes the high sales volume to 
“Yale & Towne’s broader penetra- 
tion of the various segments of the 
hardware market, due to a widened 
variety of Yale hardware products, 
new product design and _ styling, 
strong selling and promotion and 
the development of new channels of 
distribution. 

“Several major new products now 





“Be Wise—Palletize" 


A 16 mm sound movie, titled 
“Be Wise—Palletize,” was pro- 
duced especially for flooring 
mills, but retail yards that re- 
ceive pallet loads of flooring or 
other building materials will find 
interest in it. Filmed in the 
plant of a fine oak flooring pro- 
ducer, the movie tells the com- 
plete story of how the firm saves 
time, money and labor by power 
strapping its bundles and pal- 
letizing these bundles into units. 

Shown in operation is a com- 
plete production line from the 
grading to the power strapping 
to the palletizing and carloading. 
Showings of the film may be 
arranged by writing Signode 
Steel Strapping Co., Film Dept. 
AL, 2600 N. Western Ave., Chi- 
cago 47, Il. 











being tested and previewed will en- 
ter production early in 1958 and will 
be in national distribution before 
the end of the first quarter,” he 
said. These include a new line of 
Yale panic exit devices used in pub- 
lic buildings, a new group of Yale 
door closers, a new series of decora- 
tive trim for the company’s lines of 
key-in-the-knob type locks, a new 
series of door knockers and the first 
products in the new Yale line of 
bathroom accessories. 


Architectural Woodwork 
Inst. Holds 5th Meeting 


The fifth annual convention of the 
Architectural Woodwork Institute, 
held in Chicago, drew the largest 
registration in history, which was 
25% above last year. 

Geared to the theme of “Building 
a Profitable Business,” a three-day 
workshop type program featured 
outstanding speakers and panelists. 
Richard J. Sanzo, Dun & Bradstreet, 
Inc., discussed today’s profit picture 
and the management weaknesses 
usually responsible for business 
failure. Commenting on the increase 
in business failures, he said they 
are due largely to three things: (1) 
A failure to plan ahead, (2) failure 
to keep adequate records and (3) 
failure to evaluate and know costs. 

Officers elected for 1957-58 were: 
president, Claude Twiellenmier, St. 
Louis, Mo.; 1st vice-president, E]- 
mer Root, Appleton, Wis. ; 2nd vice- 
president, Robert Hoe, Jr., Pough- 
keepsie, N. Y., and 3rd vice-presi- 
dent, R. H. Koll, Chicago, IIl. 


Forecast 400% Increase 
In Acoustical Sales 


A possible 400% increase in 
acoustical sales by 1965 was forecast 
by board chairman Melvin H. Baker, 
National Gypsum Co., Buffalo, 
N. Y., while addressing the Acous- 
tical Applicators Convention in 
Asheville, N. C. “Annual sales by 
1960,” he said, “have been estimated 
at more than $100 million.” 

He described the American home 
as a “virtually untouched” market 
offering great acoustical sales poten- 
tial. When considering industrial 
acoustics, Baker pointed out that 
New York state industry faces costs 
estimated at more than $1 billion 
for possible hearing loss compensa- 
tions. “It is apparent,” he noted, 
“that certain kinds of industrial 
plants must be conditioned to avoid 
such costs.” 

Baker said there was “an espe- 
cially great potential” for acoustical 
sales in the remodeling market 
... that ceiling areas of the nation’s 
stores, banks and schools are a ready 
market for more than $1 billion of 
acoustical business. 


Truss Demonstration 
For Lumbermen 


The advantages of clear span wood 
roof construction for component- 
part home building and average 
span commercial and_ industrial 
buildings is being shown to dealers 
through a new service provided by 
Timber Engineering Co. Offered 
without charge, the new service is 
bringing the “why and know-how” 
of trussed rafter fabrication and 
merchandising to dealers through 


THE LONGEST CAST acrylic sheets in the 
world, 144", are now being produced by 
Wasco Products, Inc. These special sheets 
are being used for exterior curtain walls in 
the firm's new Cambridge, Mass., office 
building. They are available as clear color- 
less or white translucent in three thick- 
nesses—!/g", 3/16" and 1/4". 
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the cooperation of local retail dealer 
associations and Hoo-Hoo Clubs, 
who can arrange for a demonstra- 
tion at their meetings by contacting 
Timber Engineering Co., 1319 18th 
St., N. W., Washington 6, D. C. 

A special feature of the presenta- 
tion is the actual fabrication and 
assembly of a full-scale, 24’ Teco 
trussed rafter, demonstrating the 
ease and speed with which these 
clear-span wood roof trusses are 
built with Teco wedge-fit ring con- 
nectors. Each step in trussed rafter 
fabrication, shipment, assembly and 
erection is explained. 


. 

LUMBER DEALERS can tie-in with a Texas- 
sponsored campaign by using specially 
prepared advertising and promotional 
materials, provided without cost and in 
which the consumer is urged to buy SPIB 
grade-marked lumber from local firms. 
Above are typical two-color newspaper 
ads used in the campaign. 


Four Firms Invest $'/2 
Million in Advertising 


Four Texas manufacturers of 
southern pine have spent more than 
$14 million during the past 3% 
vears to educate Texans on the bene- 
fits of sound residential construc- 
tion with Texas grown SPIB grade- 
marked pine. The four companies 
participating in the advertising 
program are Angelina County Lum- 
ber Co., Keltys; W. T. Carter & 
Brother, Houston; Kirby Lumber 
Corp., Houston, and Southern Pine 
Lumber Co., Diboll. 

The four firms have run 212 two- 
color and 163 black-and-white ad- 
vertisements in 14 newspapers; 
4,947 radio spot announcements 
have been broadcast over 10 radio 
stations; five one-minute television 
films have been telecast 4,989 times 
over 14 television stations and 1,078 
outdoor postings have been made of 
7 different designs in 55 cities. 

“The object of the program is to 
offer guidance to the actual con- 
sumer of lumber, the man who puts 
his life savings into a home, so that 
he can be assured that his home, 
regardless of size, is as sound as 
money can buy,” says Ernest L. 
Kurth, Jr., vice-president, Angelina 
County Lumber and chairman of 
the advertising committee repre- 
senting the four firms. 

(continued on page 64) 
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One of the greatest advances in 
Modern Packaging 


BRILLIANT 
NEW BOX! 


You HAVE to sell screws — so 
why not use this high-profit, 
low-selling-cost method? Self- 
service merchandiser makes it 
easy for the customers to buy. 
Generous quantities in one-price 
clear-plastic boxes give the 
buyer more for HIS money, too. 
Everybody wins! 








/ 


ELCO 'O>D SCREW CORP. 


1800 BROADWAY, ROCKFORD, ILL. 
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MANUFACTURERS 


(begins on page 62) 


COMPANIES ANNOUNCE 


Roseburg Lumber Co., Roseburg, 
Ore., announces the addition to its 
national sales representative staff of 
Charles S. Gardiner, Jr., to serve the 
southeast area with headquarters in 
Darlington, S. C. His appointment is 
in line with the company’s recent ex- 
pansion program, which included the 
appointment of Carl R. Stobbe for the 
northeastern area, P. D. (Doug) Kelly 
in the southwest area and Dewey B. 
Nelson in the midwest area. 





Gardiner 


William S. Ellis, Jr., has been named manager of resi- 
dential sales by Aluminum Company of America, Pitts- 
burgh, Penna. He succeeds F. J. Close, Alcoa’s manager of 
market development, who temporarily held the position 
this year during formation of the company’s new residen- 
tial building products program. As manager, Ellis will 
direct Alcoa’s long-range development activities in the 
residential field. He also will direct a newly created resi- 
dential building products division of Alcoa’s sales depart- 
ment. 


Owen R. Cheatham, chairman, board of directors, Georgia- 
Pacific Corp., announces the firm’ s plans to acquire, re = 
purchase or construction, a new plywood mill and a 
and paper mill in the Eureka, Calif., area. The new Bn 
will be added to the Eureka operation of the sell seo 
California Redwood Co., a subsidiary of Georgia-Pacific, of 
which Earl Birmingham is president. 


Frank W. Jenks, formerly executive vice-president, Inter- 
national Harvester Co., Chicago, Ill., has been elected presi- 
dent of the company. Jenks succeeds Peter V. Moulder, who 
retired recently as president and who also resigned from 
the board of directors. . . . National Gypsum Co., Buffalo, 
N. Y., announces the appointment of Robert L. Zale to the 
position of general commodity advertising manager. He 
replaces Bev Brower, who has been promoted to the posi- 
tion of director of advertising and sales promotion for 
National Gypsum. 


The Kelleher Co., producer of jalousie and awning-type 
aluminum windows and jalousie doors, is moving from its 
Detroit, Mich., location to North Liberty, Ind., home of 
Wells Aluminum Corp., with whom The Kelleher Co. is 
affiliating as Kelco Div. of the Wells organization. Wells is 
now assuming all manufacturing and marketing operations 
contingent with Kelco products. The company reports that 
it will be able to extrude and process more than 10 million 
pounds of aluminum annually. 


TORTURE TESTS to prove the strength of its new 1%" hollow 
metal doors (left) are conducted by Fenestra, Inc., at its Erie, 
Penna., plant. Sample doors are slammed and banged me- 
chanically and twisted on a rack until the metal begins to snap. 
In slam test (right), an electric motor operating thrust-arm from 
eccentric wheel slams the door at the rate of 172 slams per min- 
ute. The door was still holding firm after 37 hours of slamming. 
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Expansions 
OUTBOARD MARINE CORP. 


G. Rayniak, Outboard Marine Corp., Wau- 
kegan, Ill., fells the first tree during 
ground-breaking ceremonies for the cor- 
poration's new $2 million Pioneer Saws 
div. factory in west Waukegan. Lending 
encouragement are Waukegan Mayor Rob- 
ert Sabonjian (left) and Frank S. Fenton, 
div. manager, Pioneer Saws. 


BIRD & SON 


Bird & Son, Inc., East Walpole, 
Mass., has expanded operations 
again with the opening of a new 
building materials warehouse, cov- 
ering 20,000 square feet of space, 
in St. Louis, Mo. Bird & Son ex- 
pects its new St. Louis operation to 
afford a stable, unvarying supply of 
all Bird products for its greater St. 
Louis and eastern Missouri custom- 
rs, thereby making it possible for 
them to receive materials within 24 
to 48 hours. 


WEYERHAEUSER TIMBER 


The Weyerhaeuser Timber Co., 
Tacoma, Wash., has formed a new 
subsidiary to be known as the 
Weyerhaeuser Hawaiian Co. and 
the new company has just pur- 
chased, for $2 million, the Dole 
Hawaiian Pineapple Co. corrugating 
and shipping container plant at 
Honolulu. The purchase from Dole 
is effective Dec. 31 and includes 
land, buildings, equipment and all 
inventories of materials and sup- 
plies. 


November Red Book 
Is Now Available 


The November 1957 issue of the 
Lumbermen’s Red Book is just off 
the press. It is the 152nd issue of 
this well-known credit and _ sales 
guide, which lists and evaluates the 
manufacturers, wholesalers, retail- 
ers and quantity users of lumber 
and wood products of all kinds. The 
listings include credit ratings, busi- 
ness classifications, addresses and 
other facts of value to buyers and 
sellers alike. Published semi-an- 
nually by Lumbermen’s Credit 
Assn., Inc., 608 S. Dearborn St., 
Chicago, the Red Book is kept up to 
date by supplements that go out 
every Tuesday and Friday through- 
out the year. 
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“Our Yellow Pages ads are the best 
way to reach newcomers” 


says FORREST SACHS 
RITTER & SMITH CO., Allentown, Pa. 


“Newcomers to the community and new homeowners are our 
best prospects... and they all have the Yellow Pages around 
the house. Looking in the Classified is the easiest way for them 
to find a lumber dealer. That’s why we’ve been advertising in 


the Yellow Pages for 31 years.” 


Reach prospects who are ready to buy with display ads and 
listings in the Yellow Pages. Your name and sales message 
under appropriate headings boost sales for all your products. 
Call your telephone business office for complete information. 





RITTER & SMITH 
COMPANY 


ESTABLISHED 1890 
“See Us for Your Building Needs” 


BUILDING MATERIALS 
LUMBER - MILLWORK 


1227 GORDON 


cat HE 4-5211 














THREE DISPLAY ADS (one shown here re- 
duced) and twelve listings under appro- 
priate headings and manufacturers’ 
trade-marks bring in sales. 


“I'M SOLD on our advertising in the 
Yellow Pages,” says Mr. Sachs, “I know 
it boosts our phone orders and they ac- 
count for 60% of our business.” 
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KEYCORNER LATH 


CRACK RESISTANCE OF MOST COMMONLY USED TYPES 
OF REINFORCEMENT FOR PLASTER CORNERS 











the GREAT NEW 


CORNER 


Exclusive new features of Keycorner give far 
greater crack resistance in plaster corners 
than any other type of reinforcement. 

What’s more, lathers and plasterers both 
like it. Lathers like the 4 ft. lengths. The 
precision fit. The smooth, pliable wire that 
doesn’t cut or tear the hands. The ease with 
which they can do a craftsman-like job. They 
like the way it’s bundled and packaged for 
convenient handling and storing. 

Plasterers like Keycorner because it’s so 


Designed to give maximum re- 
sistance to cracking—Spacing of 
longitudinal wires plus self-furring 
design adds exceptional crack re- 
sistance where needed most; keys 
plaster if open spaces occur be- 
hind Keycorner. 


Comparison Test Reveals 
New KEYCORNER Almost 
Doubles Crack Resistance 


A series of tests on crack resistance of plaster 
corners was recently completed by Edwin L. 
Saxer, Professor and Chairman, Civil Engineer- 
ing Department, Research Foundation, Univer- 
sity of Toledo. The chart at left records the results 
of KEYCORNER, plus those of the other com- 
monly used types of reinforcement tested by 
Saxer. The results speak for themselves. 

You can receive the complete test report by 
just filling in the coupon. 


Precision formed—Every piece 
springs snugly into place. Fits ac- 
curately and exactly in corners, 
giving a truly craftsman-like ap- 
pearance to the finished job. 


easy to plaster over; also because they can 
take pride in the workman-like corners that 
are strong, and crack resistant. 

Builders like it because they get the 
highest quality job at a saving. 

There are many attractive features about 
the NEW KEYCORNER. It costs you 
nothing to get the facts. Send for complete 
information about this new product. Write 
Keystone Steel & Wire Company, Peoria 7, 
Illinois. 


GALVANIZED 
CORNER 
LATH 


plus all of these 
extra advantages 


¢ Galvanized to prevent rust streaks 
Can be nailed or stapled 


Easy to plaster over 


Smooth wire does not cut or tear hands 
Little cutting required 
Packed in 4’-0” lengths 


Department AL-127 


KEYSTONE STEEL & WIRE COMPANY 
Peoria 7, Illinois 


Delivered in cartons (65% Ib.) of 1,000 ft. 
Easy-to-handle; easy-to-store 


Be sure to specify the new KEYCORNER for your jobs. Available at leading building material dealers 


[-] Please send me FREE test report by Research Foundation, University of Toledo 


[_] Give me the name of the nearest Keystone salesman 


Name 





Firm 


Street 





Zone 


Se 


State_ 
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NEW HOBBS WALL BUILDING has 5,500 square feet of space, including basement stor- 
age, plus a |2-car parking area. It is said to be the first commercial building of its kind 


in the San Francisco Bay area. 


Hobbs Wall Occupies Its Own $150,000 Building 


One of the oldest names in the 
California redwood industry, the 
Hobbs Wall Lumber Co. has moved 
its offices from Montgomery St. to 
its own two-story building at 2030 
Union St., San Francisco, Calif. The 
striking new Hobbs Wall building is 
constructed almost entirely of red- 
wood with exterior walls, floors and 
ceilings of 2 x 4 and 2 x 6 laminated 
rough-sawn redwood. Partition 
walls are conventional stud with 
sheetrock or redwood veneer faced 
plywood. The roof is built-up, five- 
ply and gravel over laminated red- 


wood 2 x 4s in the roof deck. 


“We felt it fitting,” say co-owners 
Lewis A. Godard and Alfred D. Bell, 
Jr., “that a business specializing in 
the distribution of redwood should 
be housed in a building that capi- 
talizes on the rich woody effects of 
redwood inside and out.” 


Hobbs Wall is a 93-year-old name 
in lumber. Its first sawmill came 
around the horn in the late 1850s. 
Since 1947, the firm has distributed 
the entire output of the Willits Red- 
wood Products Co., Willits, Calif. 





Wholesaler's Value Defined at NBMDA Meet 


NEW OFFICERS of National Building 
Material Distributors Association are, left 
to right, Don Knecht, Rapid City, S. D., 
vice-president; Tom J. Dougherty, Cincin- 
nati, president, and R. E. Freeman, Los 
Angeles, treasurer. 


Wholesaling and retailing add 
value to materials, just as manufac- 
turing does, Dr. Theodore Beckman, 
professor of marketing, Ohio State 
University, told members of the Na- 
tional Building Material Distribu- 
tors Association at their semi-an- 
nual meeting in Chicago, Nov. 11-12. 

“Even some businessmen, who 
should know better, do not under- 
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stand or appreciate that wholesaling 
is a necessary distributive func- 
tion,” Beckman said. “The public 
in general believes wholesaling 
makes their products more expen- 
sive rather than adding to its 
value.” 

In the face of this antagonism, 
Beckman said building material 
wholesaling has increased 90% in 
establishments and 86% in volume 
since 1948. “With the acceptance of 
this ‘value-added’ concept of whole- 
saling, a new day in the industry 
would dawn,” he said. 

“The lumber dealer couldn’t exist 
without the wholesaler, solely on the 
items he buys direct in carloads 
from manufacturers,” according to 
Arthur Bergman of Johns-Manville, 
a panel speaker on the future of 
wholesaling. 

J. D. Fischer, Wood Conversion 
Co., another panel speaker, urged 
wholesalers to “put into writing 
your sales policy so retailers and 


manufacturers will know where you 
stand.” 


Officers elected: Tom J. Dougherty, Ohio 
Val.ey Supply, Inc., Cincinnati, was elected 
president of the group. Don Knecht, Building 
Material Distributors, Rapid City, S. D., was 
elected vice president, and R. E. Freeman, 
So-Cal Building Materials, Inc., Los Angeles, 
was elected treasurer. S. M. Van Kirk continues 
as secretary-manager. 


Davis Plywood Celebrates 
Silver Anniversary 

The Davis Plywood Corp., Cleve- 
land, Ohio, recently celebrated its 
25th year in the plywood distribu- 
tion business. Its founder, E. F. 
Davis, Sr., currently directs the 
company. The past 25 years have 
seen the Davis organization grow 
from its single operation in Cleve- 
land to include branches in Colum- 
bus and Toledo, Ohio, also Rochester 
and Syracuse, New York. 


Northern Sash & Door 
Elects Marquart Pres. 


An optimistic attitude prevailed 
among the 495 men and women in 
attendance at the Northern Sash & 
Door Jobbers 16th annual meeting 
in Minneapolis, Minn. Members and 
suppliers stressed the likelihood of 
an upturn in the building market 
throughout this winter and spring 
of 1958, states association secretary 
Carl W. Nagle. 

Tom Marquart, president, Mar- 
quart Millwork Co., Oshkosh, Wis., 
was elected the new president of the 
association to succeed L. C. Croft, 
manager, Iroquois Door Co., Syra- 
cuse, N. Y. Croft, as retiring presi- 
dent of NSDJA, now becomes a rep- 
resentative of the northern jobbers 
on the Millwork Industry Coordina- 
ting Committee. Charles E. Rogers, 
president, Adams-Rogers Co., In- 
dianapolis, was elected vice-presi- 
dent of NSDJA. Stewart D. Grif- 
feth, president, Midwest Jobbers, 
Inc., Chicago, continues as associa- 
tion treasurer. 

New York City was selected as 
the site of the 1958 annual meeting. 


OBITUARY 


Charles E. Devlin, managing 
director, National Plywood Dis- 
tributors Association, died sud- 
denly Nov. 12 while attending an 
association meeting in Miami, 

Born in Green Bay, Wis., in 
1907, Mr. Devlin joined Douglas 
Fir Plywood Association in 1938 
as publicity director. In 1946, he 
was named managing director of 
the association and in 1949 he 
was appointed sales manager of 
Simpson Logging Co. In 1953, he 
joined the National Plywood Dis- 
tributors Association as manag- 
ing director in Chicago, moving 
to Portland, Ore., when the asso- 
ciation moved its offices in the 
spring of the year. 

He is survived by his widow, 
Violet, and two children, Charles 
Francis, 8, and Penelope Jane, 
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for nails with extra holding power... 


STRESS 


Serew Shank Flooring Noil 


Ring Shank Gypsum Wall Board Nail s¢ rew and 
ring shank 
nails 


Screw Shank Pollet Nai Shown ’ 
— a oe These efficient nails give the extra holding 


fo seemmtemmenmane ssn power and enduring strength that your 


Ring Shank Underlay Nails customers need in such applications as 
flooring, pallets, crating, boxing, cabinets, 
wall board, siding, shingles, shakes and 
framing. 

What’s more, the shanks of these nails 
actually lock with surrounding wood fibers. 
This makes them ideal for all climates .. . 
and where green or unseasoned lumber is 

ii > used. 

LLbbbbLbibbbbbbbbbbbbbbis 

The best proof of the amazing holding 
power of CF&I Screw and Ring Shank 
Nails* is an actual test. Try a few your- 
self. Then you'll really recommend 
them*to your customers. 


CTU 


bbl 





*Available west of the Missouri River only. 
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Consult your <5 iS 
CF2l representative 4 ~ YOUR 


for further details. NR ee PROTECTION | 
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THE COLORADO FUEL AND IRON CORPORATION 
Denver * Oakland 
Albuquerque - Amarillo - Billings - Boise - Butte - Casper * Denver + El Paso - Ft. Worth » Houston - Kansas City » Lincoln (Neb.) 
Los Angeles * Oakland - Oklahoma City - Phoenix - Portland + Pueblo - Salt Lake City - San Francisco - San Leandro + Seattle 
Spokane + Wichita CANADIAN REPRESENTATIVES AT: Calgary - Edmonton + Vancouver » Winnipeg 
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A Directory to Better Building and Increased Sales 


The concerns listed below specialize in the precision production 

of America's finest hardwoods—Appalachian Hardwoods. Finest 
because rich soil and climatic conditions of this area produce soft 
texture, uniform grain, and easy workability. These woods are 
available now as lumber, flooring, most standard and specialty 
building items. Assure yourself of more sales with their exceptional 
quality. Order Appalachian Hardwoods today from the following firms: 








“McCracken & McCall, Inc., Lexington, Ky. 


Appalachian Hardwoods 
Band Saw and Planing Mill at Flat Lick, Ky. 





*M. E. Crisp Lbr. Co., Welch, W. Va. 


West Virginia and rang A ge Hardwoods, 
Oak, Poplar, Beech, Maple, Ash, Hickory, Chestnut and 
other hardwoods, All facilities. 


Wood-Mosaic Corp., Louisville 9, Ky. 


White and Bed Oak, Walnut, Poplar, Basswood, Beech. 

herry, Mahogany and Lauan Lumber. Domestic and 
imported Veneers. Hardwood Flooring—Oak and Maple 
Strips and Laminated Block and Special Pattern Flooring. 





“Hamer Lumber Sales, Inc., Kenova, W. Va. 
Exclusive Sales Agents for 
J. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 
Monufacturers Appalachian Hardwood Lumber 








“Cherry River Boom & Lbr. Co., Richwood, W.Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products. 
Glued Dimension. 


“Bemis Hardwood Lbr. Co., Robbinsville, N. C. 


Hemlock, Hardwoods, Flooring, Dimension. 





*Member Appalachian Hardwoods Manufacturers, Inc. 


ALWAYS SPECIFY APPALACHIAN HARDWOODS 
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LETTERS 


Cash-and-Carry Issue Bring 
More Dealer Comments 


To the Editor: Your American Lum- 
berman section on Wickes was a scoop. 
It answered most of the questions 
being asked by retailers now being 
frightened by Wickes’ LeRoy yard 
which, by the way, has been a beehive 
of action since its opening day. 

The article was a grand job of re- 
porting and gave a clear explanation 
of what the Wickes disease is and your 
editorial gave a prescription that only 
the leading Doctor of Merchandising 
could prescribe.—J. C. Evans, Evans 
Lumber Co., Inc., Buffalo, N.Y. 





To the Editor: Your editorial in the 
October 14th issue on cash-and-carry 
and the accompanving section on 
“What Happens When a Cash-and- 
Carry Giant Invades Your Market” is 
terrific. Could you arrange to give us 
a 200-fly sheet mailing of both articles 
to be used at our annual meeting? 
—Francis C. Sullivan, Detroit (Mich.) 
Lumbermen’s Association. 


To the Editor: I will greatly appre- 
ciate receiving the name and address 
of the person in charge of the informa- 
tion you have received on the finest 
piece of merchandising news I have 
seen in a long time, namely the front 
cover and story of “What Happens 
When a Cash-and-Carry Giant Invades 
Your Market.”’ — Saul Kling, Kling 
Lumber Co., Base Line, Mich. 


Says Hood's Workshop Pays Off 


To the Editor: I didn’t reap the 
real benefits of Art Hood’s Workshop 
until I got back home. I’m still cash- 
ing in. 

The more you go through the ma- 
terial the more good it does you be- 
cause it’s such a rich course. I con- 
sider it the equivalent of a full-se- 
mester, four-hour college course. 

I arranged the workshop material 
according to the color of the pages 
into a training manual and a man- 
agement manual the way Hood sug- 
gested at the end of the course. So 
far I’ve scanned it three times. Each 
time I pick out ideas I have either 
overlooked or forgotten. 

And the more I use it the better it is. 

I started my business in 1947 right 
after I got out of service without 
knowing much about the building 
field. I wish I had had Hood’s work- 
shop then. Where else can you get 
such help and instruction? You cer- 
tainly aren’t going to get it from 
your competitor in your local town— 
particularly one the size of Talla- 
hassee. You can’t expect him to turn 
over his books and everything else to 
you to get ideas for running your 
business. It’s only Hood’s workshop 
and other activities of the association 
that will provide them for you. 
Hugh E. Williams, Jr., owner and 
manager, Leon Builders Supply Co., 
Tallahassee, Fla. 
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Mr. Dealer — 
Shouldn’t you 
be buying at 
distributor 
prices? 





GAS AND ELECTRIC RANGES 


MR. DEALER, can you qualify asa MODERN MAID distributor? 
If so, you should be buying at distributor prices instead of from a 
distributor. For instance, if you have salesmen calling on builders 
and have space for a MODERN MAID display, chances are you 
can qualify. 

It is certainly worth your while to investigate. In territories where 
there is no exclusive MODERN MAID distributor established, 


your qualifications will be given most careful consideration. 


Write on your company’s letterhead today! 


TENNESSEE STOVE WORKS 


CHATTANOOGA, TENNESSEE 
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Polystyrene Perimeter Board 


Trademarked Scorbord, a new per- 
imeter and cavity wall insulating ma- 
terial said to save up to 50% in in- 
stallation labor is available. It is a 
black, smooth-surfaced board of ex- 
panded lightweight polystyrene, meas- 
uring 1” thick, 2’ wide and 5’ long. No 
tools are needed to fabricate Scorbord 
to size because three prominently 
marked striations have been cut the 
length of each board at the 3”, 12” and 


20” marks across the width. The in- 
staller snaps off widths of 8, 4, 8, 9, 
12, 17, 20 or 21”, or uses the full 24” 
width. Concrete slabs are poured di- 
rectly onto the board. 

Scorbord is waterproof, rotproof, 
chemical resistant and has no food 
value for rodents or insects, says 
maker. Dow Chemical Co., Dept. AL, 
Midland, Mich. 
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Solargray Insulating Glass 


Solargray Twindow double-glazed 
insulating glass units in sizes up to 50 
square feet are announced. The Twin- 
dow units were developed for sunny 
elevations where thermal insulation 
plus glare reduction and heat exclusion 
are desirable. Available in metal edge 
only, the Twindow product is made of 
%” Solargray plate glass and \” 
regular plate glass with either %” or 
%” air space. Pittsburgh Plate Glass 
Co., Dept. AL, 632 Fort Duquesne 
Blvd., Pittsburgh 22, Penna. 
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Steel Garage Doors 


Made of zinc-coated steel, Taylor 
Made garage doors are supplied ina 
wide variety of sizes and styles. All 
models are packaged and supplied with 
a primer coat and hardware, including 
nylon rollers, auto-type lock handle 





Get that “MODERN LOOK” 


BUILDERS SuPrUts 


Harneck 


WERE WALL 


Teen, OE, 


ATTRACT the eye and you 
attract business! 

BUT do it with a sign in 
harmony with your busi- 
ness. Trio Raised Letters 
are made of high-density, 
plastic-bonded, cross- 
grained laminations .. . 
positively no grain raising 
. .cannot shrink or break. 
Any size, any color. 
INDIVIDUALITY PAYS. Your 


F sign is custom-designed to 


NSTRUCTION co. 


fit your needs and your 
budget. Baked 3-coat finish 
for lifetime beauty. Rust- 
proof mountings. Widely 
used and recommended 
throughout the lumber in- 
dustry. Send at once for 


F © Bulletin No. 512 


TRIO LETTERS Incorporated 





| 329 Woodlawn Ave. Aurora, Ill. 
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Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 22 Million feet for past half century under exacting 
Forest Management Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 
DEFEND YOUR TRADE WITH 


MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 





Air-dried QUALITY LUMBER Miln-dried 
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and double latches. Taylor Made doors 
are of frameless construction for 
greater rigidity with less weight, 
states manufacturer. Taylor Made 
Garage Doors, Dept. AL, 12430 Ever- 
green Rd., Detroit 28, Mich. 
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CLOSE 
Ride With Nylon ROD 





Glamour for Closets 


The new M-D Closet Rod with nylon 
hanger-glides, which is shown in the 
model above, features an extruded 
aluminum rod with a_ three-quarter 
circle shape. The hanger-glide fits into 
the end of the rod and glides along 
easily on a durable nylon base. At- 
tached to this nylon base is an alumi- 
num loop into which the clothes hanger 
is inserted. This neatly keeps hangers 
from tangling with each other and 
prevents garment bunching, it is said. 
M-D Closet Rod is available in 5 fin- 
ishes and in 9 standard sizes from 

” to 96” long. Macklanburg-Duncan 
Yo., Dept. AL, Box 1197, Oklahoma 
City 1, Okla. 
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UY rcalline ADJUSTABLE 
DOOR JAMBS 


Adjustable Door Jamb 

Crestline’s new adjustable, two- 
member door jamb is made of pon- 
derosa pine and comes complete with 
stops and 3s” dowels in one size to fit 
walls from 45%” to 5%”. It is said to 


BUILDING PRODUCTS MERCHANDISER 


be ideal for new or old installations. 
Dowel holes are pre-drilled. The en- 
tire unit is easily assembled and in- 
stalled and comes complete with all 
parts packaged. Ideal for pre-hung 
doors, too, says manufacturer. The 
Silcrest Co., Dept. AL, 100 Thomas St., 
Wausau, Wis. 
Circle No. 205 on Coupon, page 88 





Styltone Acoustical Tile 


Styltone, a non-combustible, fissured 
mineral acoustical tile, is announced. 
Tested by an independent laboratory 
in accordance with procedures recom- 
mended by the Acoustical Materials 
Assn., it has been assigned a Class 
A (non-combustible) flame-resistance 
rating, says manufacturer. It is not 
subject to damage by rot, decay, fun- 
gus, mold or termites, it is claimed. 
Styltcne comes in %” thickness in 
sizes 12” x 12” and 12” x 24” with 
either beveled or square edges, kerfed 
and/or rabbeted where necessary for 
mechanical suspension. Acoustical Div., 
Baldwin-Hill Co., Dept. AL, 500 
Breunig Ave., Trenton 2, N. J. 
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Hood with Built-In Radio 


A built-in radio is featured in a new 
three-speed push-button ventilating 
range hood. All controls are located 

at the front of the hood on a golden 
panel within easy reach. Vari-colored 
push-buttons are used for easy con- 
trol of the radio hood’s three speeds 
and the recessed, enclosed hood light. 
The radio is controlled by separate 
dials. The radio hood is available in 
386”, 42” and 48” lengths and four 
finishes: coppertone, copper anodized, 
stainless —~ triple p'ated and stain- 
less steel. Berns Air King Corp., Dept. 
AL, 3050 N. Rockwell St., Chicago, Il. 
Circle No. 207 on Coupon, page 88 
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Have you been missing 
any customers lately? 


you'll probably find some of 

old customers in the stores that stock 
ine of Southern Screws and Bolts 
Why? Because the customer finds that he 
can depend on the quality and easy avail 


ability of Southern Fasteners. 


ihateal tedacwe 
j proper size pilot 

etc., from Southern's free TC-4 Folder 

He buys from sturdy packages which employ 
a label system that clearly and quickly iden 


tifies the contents. 


Hard-hitting advertising in trade and con 
sumer publications constantly remind the 
ustomer of every superior feature of South 
ern Fasteners. So the customer goes where 
he finds the ful 


He goes direct to 


Southern Fastener line... 


fastener headquarters!” 


Want to get those missing customers back? 
You know what to do — stock Southern 
Fasteners — the full Southern line! 

Write on your Company letterhead for 
of Technical Charts for your 
1360-AL, States 


a free supply 
customers. Address Box 


North Carolina 


Wood Screws * Stove Bolts * Machine Serews & 

Nuts * A,B,C & F Tapping Screws * Roll Thread 

Carriace Bo'ts * Dowel Screws * Hanger Bolts 
Wood & Type U Drive Screws 


Warehouses: 


NEW YORK * CHICAGO * DALLAS + 
LOS ANGELES 


Sold Through Leading Wholesale Distributors 


COMPANY 


MORTH CAROLINA 


SCREW 


STATESWHLLE 
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ASBESTOLUX 


America’s NEWEST 
all-purpose building 
board 


completely fireproof— 
as workable as wood 


WIN 


Proved in service since 1951, Asbestolux is now avail- 
able in the U.S.A. Here is a new kind of fireproof 
asbestos board. It can be nailed without drilling... 
can be sawed with ordinary saw blade. It’s fireproof, 
completely inert. It’s light, easy for one man to carry 
Can be fabricated on the job. 


WRITE TODAY FOR FREE SAMPLE 


BF, NORTH AMERICAN ASBESTOS CORPORATION 


‘ce of Trade Building, Chicago 4, Ill. * Phone WAbash 2-1338 
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THE FACTS RECOMMEND 


Bun-O-wal. 
masonry reinforcement 





more and more builders 
are saying: 


“let’s use 


GRIFFIN" 


In Our Houses’ 


Builder's Special 
Cat. #540 


Here’s the “dependable line 
of hinges to use in all light 
construction work”’ 
that’s the trade’s w ay of 
saying, “We like to buy 
and use Griffin products.” 
A full line of wrought steel 
butts and all shelf hard- 
ware. Send for new catalog 
sheet on our #540 Builder's 
Special. 


GRIFFIN 


“since 1899” 
MANUFACTURING CO. ERIE. PA. 
Circle No. 40 on Coupon, page | 88 


Cat. #BB197 


Template Butts, Button Tips 
with permanently attached Bearings 











@s a service to the building industry Dur-O-wal 
is happy to provide you with a fact file contain- 
ing the findings of an independent research 
study on masonry wall reinforcement. 








Rigid Backbone of Steel For Every Masonry Wall 


Dur-O-wal Div., Cedar Rapids 
Block Co., CEDAR RAPIDS, IA. 
Dur-O-wal Prod., Inc., Box 628, 
SYRACUSE, N. Y. Dur-O-wol 
Div., Frontier Mfg. Co., Box 49, 
PHOENIX, ARIZ. Dur-O-wol 
Prod., Inc., 4500 E. Lombard St, Firm 

BALTIMORE, MD., Dur-O-wal 

of Ill, 119.N. River St., AURORA. Address 

HLL. Dur-O-wal Prod. of Ala, 

Inc., Box 5446, BIRMINGHAM, City Zone __ State 
ALA, Dur-O-wal Inc., 165 Utah 
Street, TOLEDO, OHIO 
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DUR-O-WAL, Cedar Rapids, lowa 


Please send Dur-O-wal file to 


i ticcceaiiadinceicebentnianal 


Please furnish name of my nearest supplier [ | 
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REG U.S PAT OFF. 


THE NEWEST WORDS IN GLASS CUTTING 


“LUBRICONE IMPINGEMENT ’’ 


SMOOTHER CUTTING 





This is an exclusive FLETCHER process for penetrating a 
lubricous material right into the steel of the glass cutter wheel. 
It materially increases its efficiency and lengthens its cutting life. 


FLETCHER glass cutter costs remain the same, so be sure to 
include these improved cutters when ordering other FLETCHER 
products. 


FLETCHER putty knives, wood scrapers, point drivers, vacuum 
cup lifters and other miscellaneous tools easily build up a sub- 
stantial order from a single source. 


See our consumer ads in Popular Mechanics 


THE FLETCHER-TERRY COMPANY 

940 SOUTH STREET e FORESTVILLE, CONN. 
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New Type Outdoor Plastic 


Tradenamed Sisal-Glaze, a new type 
outdoor plastic that is low in cost and 
said to be capable of transmitting al- 
most 100% of sunlight, including ultra- 
violet and infra-red rays, is an- 
nounced. A semi-rigid film, it is avail- 
able in rolls in 5 and 10 mil weights 
and in widths of 36” and 42”. Among 
its many uses are coverings for back- 
yard sunhouses and greenhouses, cold 
frames and industrial structures, storm 
sash and porch enclosures. Sisal-Glaze 
can be cut to the required size with 
ordinary scissors and attached with a 
small hand stapling machine, it is said. 
American Sisalkraft Corp., Dept. AL, 
Attleboro, Mass. 
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Sliding Door Track Sets 


New sliding door track sets in Rey- 
nolds Do-It-Yourself Aluminum are 
especially designed to solve the old 
problem of providing precision chan- 
nels for sliding doors or panels in 
dozens of types of fixtures made in 
home workshops. The sliding door sets 
come in two sizes. One provides double 
channels for %” panels and is par- 
ticularly suitable for masonite or glass 
—. The larger set has channels to 

andle panels or doors 4” in width, 
which is sufficient for plywood. Both 
sets come in 6’ lengths. Each set con- 
tains two double-channel tracks, one for 
the top of the panel, the other for the 
bottom. Reynolds Metals Co., Dept. AL, 

2500 S. Third St., Louisville 1, Ky. 

Circle No. 209 on Coupon, page 88 
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$10,000 w 


TRANSIT-MIX 


with separate 





\ 
cement scale r 





Interested in a low- 
cost entry into the com- 
mercial ready-mix field? 
Or, if you're planning to 
modernize or expand ex- 
sisting facilities, it will 
pay you to look into the 
low price and high qual- 
ity of this new Johnson 
Econoplant. All- welded 
55-cubic yard bin has 3 
aggregate compartments 
(total 45 cu. yds.) and a 70-barrel 
cement compartment complete with 
low-pressure aeration system. 180- 
bbl.-per-hour cement bucket ele- 
vator has 3 h.p. gearmotor with 
roller-chain drive, and boot hop- 
per for bulk or bag cement. 


Meets rigid specifications 

One of the big plus values of this 
Econoplant is separate weighing 
of cement to comply with exacting 
requirements for specification con- 
crete. Included in the low price 
is Johnson’s 3 cubic yard Concentric 
aggregate-cement batcher, manu- 
ally-operated. It weighs the cement 
on an independent scale, separate 
from aggregates. Centrally-located, 
sealed hopper discharges cement 
within the aggregates. This mini- 
mizes dusting, and pre-mixes all 
materials. 


Econoplant is ideal for clamshell 
charging — has large aggregate 
bin openings. Charging height is 
only 304 feet. Where desired, it 


(Koehring Subsidiary) 
BATCHERS « 


CONCRETE PLANTS « BINS * 
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Econoplant is ready to start producing in 
minimum time upon arrival. All-welded bin, 
self-contained batcher unit, easy field as- 
sembly of other structures simplify instal- 
lation. Maximum erection lift, about 5 tons. 








can be equipped with belt conveyor, 
open-inclined or vertical-enclosed 
bucket elevator for aggregates, at 
additional cost — also auxiliary 
storage silo, and undertrack screw 
conveyor system for cement. 


Other optional accessories: bin sig- 
nals, water batcher, water meter 
— and weather-proof electric con- 
trol panel for all plant motors (a 
package unit, requiring only simple 
field wiring). Want more facts? 
See your Johnson distributor right 
away — or mail coupon today. 
eeeeseesee7e*e7ee7#se7#e#8kie#ee#e?ee#8e#8e 
c.s. JOHNSON company 
CHAMPAIGN, ILL. 
Send us literature on new Econoplant 


NAME 





TITLE 





COMPANY. 





STREET 





CITY, STATE 





Al0BW-AL. 


ELEVATORS «+ SILOS «+ BUCKETS 
I" 
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Gibson Built-In Range Line 


Ease of installation is featured in 
new Gibson built-in range line for 
1958. The 20” automatic oven fits 
easily in 24” wide cabinet while 20” x 
34” set-in unit fits into standard 36” 
cabinet counter top. Satin chrome 
steel finish of oven door and control 
panel blends with stainless steel trim, 
full-width chrome hardware and de- 
flector. Model is also available in 
Coppertan porcelain. Set-in unit has 
warp-proof steel platform that won’t 
sag even when all four microtube sur- 
face units are operating, says maker. 
Gibson Refrigerator Co., div. of Hupp 
Corp., Dept. AL, Greenville, Mich. 
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“LEAD-SEAL” 


TRIPLE- 


LOCK 


g DRIVE SCREW 
Also “fj 
furnished SHANK 
in Ring 
Shank and 
Straight 


Protection and conservation of farm 
buildings, stored crops, equipment and 
machinery have always been important 
to farmers. Today, in order to meet the 
increasing demands on the farmer for 
greater and more economical production 
to satisfy the country’s multiplying needs, 
proper protective measures are more vital 
than ever before. 


Deniston’s patented ‘‘Lead-Seal’’ 
metal roofing nail with ‘“Triple-Lock”’ 
and Drive Screw shank is one means of 
aiding the farmer. It was developed spe- 
cifically to insure against roof leaks which 
develop in metal roofs when applied with 
ordinary roofing nails. 


Deniston standards for raw materials 
and manufacturing are maintained at the 
highest level—the finished product repre- 
sents the finest that modern manufactur- 
ing can provide. All Deniston nails can 
be shipped in either 50 lb. or 100 Ib. 
sturdy 3-ply corrugated color-board car- 
tons with hand grips for easy handling. 


Build up your roofing nails profit 
this year. Start by selling and recommend- 
ing Deniston ‘‘Lead-Seal”’ roofing nails. 
Ask your jobber or write to us direct for 
descriptive circulars and complete price 
information . . . no obligation. 


30 Years of Quality Nails 


THE DENISTON COMPANY 





49th & South Western Avenue 
IN CANADA: EASTERN STEEL PRODUCTS CO., LTD., PRESTON, ONTARIO 
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Adjustment Bar 

The addition of a new Adjustment 
Bar feature to the widely used 
MetaLane 470 Combination, factory 
assembled full-width jamb weather- 
strip and noise-proof spring balance 
for complete window units, is an- 
nounced. The new Adjustment Bar fea- 
ture permits instant adjustment of the 
spring balance without removal of the 
spring cover, it is said. The new Ad- 
justment Bar also makes it possible, 
if it ever becomes necessary, for the 
homeowner to adjust counterbalance 
spring tension in a moment, says man- 
ufacturer. Monarch Metal Weather- 
strip Corp., Dept. AL, 6335 Etzel Ave., 
St. Louis 14, Mo. 
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Corner Reinforcement 

A new improved corner reinforce- 
ment for inside corners, called Key- 
corner, requires almost no cutting be- 
cause the four-foot lengths are easy 
to use and can be lapped without add- 
ing to the thickness, it is said. It is 
galvanized to prevent rust streaks. As 
it is a woven wire product, it is smooth 
and easy on the hands and can swift- 
ly be manipulated without tearing skin 
and clothes. In Keycorner, the steel 
is “spread out” and therefore forms 
a highly efficient bond with the plaster, 
says manufacturer. Keystone Steel & 
Wire Co., Dept. AL, Peoria 1; ai; 
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More Dealers Than Ever 


are Now Reading 


AMERICAN LUMBERMAN 
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Olive Knuckle Hinge 

A new type olive knuckle 
hinge, the Soss Olive Butt, 
is available for either 134” 
or 1%” interior and ex- 
terior doors. Soss Mfg. 
Co., Dept. AL, P. O. Box 
38, Harper Station, Detroit 
13, Mich. 
Circle No. 213 on Coupon, page 88 


Copper-Mode 
Tradenamed Copper- 
Mode, a new line of cabi- 
net hardware is made of 
cast alloy with brushed 
copper-plated finish. Stan- 
ley Hardware, div. of The 
Stanley Works, Dept. AL, 
New Britain, Conn. 
Circle No. 215 on Coupon, page 88 


Flat Shoe 

A new and inexpensive 
Flat Shoe attachment for 
its multi-purpose recipro- 
cating Handy Angle Saw 
is announced by the manu- 
facturer. Price & Rutze- 
beck, Dept. AL, P.O. Box 
30, Hayward, Calif. 
Circle No. 217 on Coupon, page 88 


Walking Billboards 
Safety slogans or com- 
pany names are now im- 
printed free across the 
back of Riegel’s line of 
industrial gloves. Indus- 
trial Glove Div., Riegel 
Textile Corp., Dept. AL, 
Conover, N. C. 
Circle No. 214 on Coupon, page 88 


Thinline Tape Rules 
Ideal as Christmas gifts, 
two new Executive Thin- 
line pocket tape rules, 6’ 
and 8’ in length, are packed 
in silver and gold metallic 
foil gift boxes. The Luf- 
kin Rule Co., Dept. AL, 
Saginaw, Mich. 
Circle No. 216 on Coupon, page 88 














Fe 
E-Z Slide Window 


An aluminum sliding 
window with sill specifically 
designed for block con- 
struction is announced. 
Window is available in all 
standard sizes. E-Z Set 
Windows, Inc., Dept. AL, 
National City, Calif. 

Circle No. 218 on Coupon, page 88 
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When 

we stand 

beneath 

a tree 

we should 

remove 

: our hats, 
oe for we are 
very close 
to one of 
our 
Creator’s 
Greatest 


oe 


: gifts to 


~ 
* 


A mankind. 


ao taneee i cameo 
i ‘4 . 


—¢ Mild 
SVEMMGS 


National-American 


WHOLESALE 


Lumber Association 


3 East 44th Street, New York 17, N. Y. 
1111 Yeon Building, Portland 4, Ore. 
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Two New Kinds of Wing Nuts 
Two new types of wing nuts, die- 

cast of zinc alloy, are announced. One 

is a capped wing nut, the other is 





a washer base wing nut. The capped 
wing nut offers a highly decorative 
means of finishing off bolt ends, while 
at the same time sealing and protect- 
ing exposed threads, says maker. The 
one-piece washer base wing nut re- 
places a regular wing nut and flat 
washer. This combination can be used 
to advantage on assemblies with ad- 
justing slots and oversize holes, it 1s 
said. Gries Reproducer Corp., Dept. 
AL, 400 Beechwood Ave., New Ro- 
chelle, N. Y. 
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@ GLUMAC UNITS 


e SIDEWALL SHAKES 


Effective January 1, 1958, 
The Perma Products Company 
will be operating 
under the new name of... 


310 KINSMA 


Over the years, our Shakertown trade- 
mark has become synonymous with 
the finest in quality and dependability. 
Adopting it as the name of our com- 
pany is our pledge to continue this 
fine tradition. 


© STAIN e JIFFY CORNERS 


ei 


Sines 


CORPORATION 
20310 KINSMAN ROAD 
CLEVELAND 22, OHIO 


Contour Scriber 


With the Contour Scriber, you get a 
perfect fit when laying asphalt, rubber, 
plastic, ceramic tiles or linoleum, says 
manufacturer. This new scribing de- 
vice is claimed to solve the problem 
for the skilled tile man and enable 
the do-it-yourself worker to get pro- 
fessional results. A sturdy metal tool, 
it marks circles or scrolls from 1” to 
25” diameter and follows irregular un- 
even lines and surfaces. Charles Ma- 
chine Co., Dept. AL, Box 63-83B, 
Springfield, N. J. 
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Fabrics for Foldoor 

Tweed-Tex Fabric is a new eye-catch- 
ing line of supported vinyl fabrics 
available on Beautyline and Peerless 
Foldoors for residential use. Deep em- 
bossed textures and well-coordinated 
color patterns on a white base produce 
soft colors with lustrous highlights, 
blending well with other colors and 
textures used in home decorating. 
Tweed-Tex is offered in three colors: 
pebble brown, spring green and arctic 
blue. Holcomb & Hoke Mfg. Co., Inc., 
Dept. AL, 1545 Van Buren St., Indian- 
apolis 7, Ind. 
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Vest-Pocket Paint Remover 


Called E-Z Paint Peeler, a new paint 
remover has a wide range of applica- 
tions in the do-it-yourself market. The 
unit can be used safely by anyone and 
is precision-engineered to do both deli- 
cate jobs of paint removal from win- 
dow sashes and large areas such as 

(continued on page 80) 
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OUT IN JANUARY: 


the first DIRECTORY OF BUILDING PRODUCTS 


available 








DEALER PRODUCTS FILE 


700 PAGES OF UP-TO-THE-MINUTE DATA MOST COMPLETE ANNUAL INFORMATION 
on the application, specifications and SOURCE on the merchandise, equipment 
source of dealer supply for lumber, build- and services bought, sold and used by lum- 
ing materials, hardware, paint, tools, lawn ber and building product dealers. 

and garden equipment and supplies and 

building specialty products. QUICKEST REFERENCE — exclusive cut-in 
FIRST '58 PRODUCT DIRECTORY (January finger tabs give instant access to entire 
20 issue of American Lumberman.) contents. 


® SUBSCRIBERS get 
G@RODUCTS FILE 
as part of 
subscription at 
no extra cost. 











e EXTRA COPIES: 
$2.00 each. 
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table tops, etc., it is said. It gets down 
to the original surface in a matter of 
seconds, yet the heat penetration can 
be so controlled that it will not mar 
the most sensitive wood surface, claims 
maker. Unit weighs 12 ounces and is 
5%” long and 1%” wide. Larger 
widths and sizes are available. Experi- 
mental Engineering Co., Dept. AL, 164 
State St., Teaneck 2, WN. J. 
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Wrap-Around Cabinet Hinge 

A new wrap-around Cabinet Hinge 
has been added to the Ajax line. The 
unit is designed for use on %” flush 
doors and features a removable pin 
to simplify installation and door hang- 
ing, it is said. Only the barrel shows 
when the door is shut. Made of heavy 


gauge steel, the No. 553 hinge is avail- 
able in most popular finishes, includ- 
ing prime coat for painting. Packed 
one pair to a clear plastic bag, com- 
plete with screws. Ajax Hardware 
Sales Co., Dept. AL, 4355 Valley Blvd., 
Los Angeles 32, Calif. 
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Norton Door Closer 

The new Norton door closer is styled 
with graceful, modern lines to harmo- 
nize with contemporary aluminum 
combination storm and screen doors. 
Other features include an extruded 
aluminum case that precludes the 
possibility of leakage, dependable hy- 
draulic control and easy reversibility 
for either right or left-hand doors, 
says manufacturer. Norton Door Clos- 
er Co., Div. The Yale & Towne Mfg. 
Co., Dept. AL, 100 Tudor, Berrien 
Springs, Mich. 
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| [neslline 


margin of profit on everything you sell 
windows and doors. 





YOU can buy 


MILLWORK 


DIRECT 


From The Mill 


AND MAKE MORE ON 
EVERY SALE! 


When you buy truckloads or carloads from the mill your 
cost per item is much less. You stand to make a greater 
including Crestline 
Write, wire, phone for 


Write The Silcrest Company, Wausau, Wisconsin 


Removable Double-Hung Window Units © Casement 
Slide-by Window Units © Weatherstrip Door Frames @ Bifold Door Units 
® Stacking Awning Window Units © Combination, Self-Storing Storms and | 
Screens (With Aluminum Framed Inserts) © Louvered Doors ond Shutters ¢ 

Combination Aluminum Doors © Panel and Sash Doors © And Others \ 


Compicte 
Beds Shipped 
KD. Easy 
Assembly & 
Mounting 


Catalog ond Prices 


Window Units ¢ 








~ 





Automatic Storm Sash 
A newly designed, easier cleaning 
aluminum automatic storm sash has 
been added to the Bee Gee window 
line. The new storm sash features a 
unique mounting, which opens and 
closes automatically with the window. 
The center panel slides away from the 
window to permit “between-window” 
cleaning. Made of heavy gauge ex- 
truded aluminum and _ completely 
weatherstripped with lifetime vinyl, 
the sash is factory prefitted for every 
style and type of architecture, an- 
nounces maker. Brown-Graves Co., 
Dept. AL, 191 E. Miller Ave., Akron 
1, Ohio. 
Circle No. 225 on Coupon, page 88 
(continued on page 83) 





More Dealers Than Ever 
are Now Reading 
AMERICAN LUMBERMAN 











Unload a Load 
or Half Load ata Time 


The R-B Company 


1921 Guinotte, Kansas City 20, Mo. 


—_ 
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New Literature 





Technical Data 


Power Shift Torque Converter 
Drive. The story of the new Allis- 
Chalmers power shift torque converter 
drive for fork lift trucks is told in a 
new 8-page, two-color booklet (BU- 
465) now available. Photographs and 
other illustrations are used to help tell 
about the operating advantages the 
new drive provides. Allis-Chalmers 
Mfg. Co., Buda Div., Dept. AL, 1126 
South 70th, Milwaukee, Wis. 
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“Natural” Wood Finishing. An at- 
tractive four-color brochure discusses 
the uses of P.A.R., a highly effective 
penetrating water repellent finish, 
which protects wood from grain rais- 
ing, discoloration, warping and split- 
ting. “Natural” stain finishes obtain- 
able with P.A.R. are shown in color 
and information covering applications 
are given. It explains that P.A.R. pro- 
vides water repellent effectiveness up 
to 80% and that it can not blister, 
peel, chalk or craze. Protection Prod- 
ucts Mfg. Co., Dept. AL, 2305 Superior 
Ave., Kalamazoo, Mich. 
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Exit Lock Model B, designed for use 
on exit doors, which are required to 
be kept unlocked from the inside at 
all times or on any door where com- 
plete control is required for preven- 
tion of use by unauthorized persons, is 
fully described in a new, four-page 
brochure. Brochure tells how Exit 
Lock can save manpower by cutting 
down need for extra guards and 
watchmen to guard exit doors. Best 
Universal Lock Co., Inc., Dept. AL, 10 
N. Senate Ave., Indianapolis 4, Ind. 
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What's Your Answer? 


(Answers on page 83) 


What is the most profitable way 
to merchandise woodwork, accord- 
ing to Paul R. Ely, Ely-Hoppe 
Lumber Co.? 


How many new home starts are 
the experts predicting for 1958? 


What two age-old problems in 
gypsum board construction have 
been solved by the new Bestwall 
Hummer System “A” Modified? 


What is Scorbord? 


Which paneling did TV star Eve 
Arden choose for the room of her 
teen-age daughter? 


Name two pieces of equipment 
used by a California dealer to up- 
grade a panel sale $2 in three 
minutes? 


What is contained in each set of 
folding door hardware produced 
by Macklanburg-Duncan? 

What is an Illinois dealer doing 
to encourage his employes to im- 
prove the firm’s operations? 
Name five uses for Sisalkraft. 
What clever “pole” promotion 


helped to win big pole-frame con- 
struction jobs for an Ohio firm? 
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Sell the line of 


Meat, Keviiltuce, 
R-W TRACK and 


HANGERS 


FEATURES 


@ Bird proof @ Weather proof 

@ Self-cleaning 

@ 4-wheel, center-hung 
hanger 

@ Exposed locking nutfor @ Track and housing 
quick, easy adjustment 


construction 


R-W 36 Track and 423 Hangers, shown 
above, are favored by farmers everywhere 
for installation on the doors of their Barns, 
Cribs and Tool Sheds. R-W offers you a com- 
plete line of top-quality, time-tested tracks 
and hangers that sell on reputation...a line 
you can sell with the assurance of knowing 
your customer will be satisfied. R-W Track 
and Hangers will provide years of depend- 


able, trouble-free service for your customers 


and, best of ali, greater sales volume and 
added profits for you. 


STUDDING SOCKETS 


Eliminate cost of sill... protects studding from 
rot and deterioration. Securely anchors studding 
and corner posts to concrete floor or foundations. 
Available in 2x4, 2x6, 2x8, 3x8 and 4x8 sizes. 


From track, hangers and hord- 
ware to the best line of electric 
door operators you can rely on 
R-W products to provide com- 
plete satisfaction. Sell the 
quality line... enjoy added 
profits. Write today -for your 
copy of Catalog A-91-LP. 


@ Rugged, heavy-duty 


complete in one unit 





MANUFACTURING COMPANY 


“A HANGER FOR ANY DOOR THAT SLIDES” 

















R-W offer a complete assortment of all types of 
hardware, including swing door hinges, flush pulls, 
bow handles, stay rollers, floor guides, bumpers, 
latches, hasps and door bolts. 


ELECTRIC OPERATORS | 
“Wade on each other 


= - 


226 W. THIRD STREB™, AURORA, ILL. Branches in Principal Cities 
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Portable Crane 


A 4,000-pound capacity portable 
crane features adjustable boom length, 
mast height and leg length. Replace- 
able hydraulic lift raises and lowers 
mast. Equipped with Sasgen Safety 
Spur Gear Winch and brake, the boom 
and winch are removable. The overall 
height is 5'10” closed, maximum lift 
under hook with a boom extension is 
9’8” and the boom reach without an 
extension is 4’3”; boom extension is 
2’4”. Grand Specialties Co., Dept. AL, 
3101 W. Grand Ave., Chicago, III. 
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TW&J Sugar Pine is high 
altitude, slow growth, 
premium stock with the 
smooth, easy working, 
soft texture demanded 
by pattern makers, 
millwork manufacturers 
and wood craftsmen. 


THOROUGHLY KILN OR 
AIR DRIED TW&J Sugar Pine 
is precision manufactured 
from 4/4 to 16/4 and held 

in large storage sheds for 
year-around delivery. 


The West's largest 
producer of Sugar Pine 
with 10 mills in the heart 

of the High Sierra Sugars 
Pine belt to serve you. 


ety 
3 Ss 


Ba 


TarTeR. WEBSTER & JOHNSON, INC. 


P.O. BOX 3498 Ka 
San Francisco 19, California trad 


PRospect 6-4200 Teletype SF 211 
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Front-Mounted Power Loader 


A new front-mounted power loader 
for use on International 330, 300 and 
350 Utilizy tractors is announced. 
Known as the McCormick U-34B Pow- 
er Loader, it can be powered either 
by the tractor’s Hydra-Touch hy- 
draulic system or with a special large 
capacity front - mounted hydraulic 
pump. A variety of interchangeable 
attachments adapts the new loader to 
many loading, lifting, grading and 
material-moving jobs. A crane attach- 
ment and a 7’ leveling and grader 
blade also can be used on the loader 
booms. International Harvester Co., 
Dept. AL, 180 N. Michigan Ave., Chi- 
cago, Ill. 
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Improved Power Steering 


Improved hydraulic power steering 
now is available on every large ca- 
pacity model in the complete line of 
fork lift trucks manufactured by Tow- 
motor Corp. Towmotor engineers esti- 
mate that steering effort is reduced 
at least 80%, with an exertion of only 
6 to 8 pounds required on the steer- 
ing wheel rim. The result is strain- 
free maneuvering under all types of 
operating conditions, plus faster turns 
when stacking, it is said. Standard on 
the “Pace-Maker” Model 670 and avail- 
able as optional equipment on all Tow- 
motor fork lift trucks of 5,000-pound 
capacity and over, Towmotor Power 
Steering can be added at very mod- 
erate cost during assembly or at any 
time after delivery. Towmotor Corp., 
Dept. AL, 1226 E. 152nd St., Cleve- 
land 10, Ohio. 
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NEW PRODUCTS 


(begins on page 72) 





Concealed Fold-Aside Door Hardware 

Available in two or four-door sets, as well as bulk, 
Acme’s concealed fold-aside door hardware can be installed 
quickly and invisibly in any folding door, it is said. A set 
consists of extruded aluminum track, precut to fit openings 
up to 8’0”, top and bottom pivots, jamb bracket, nylon 
wheel guide, door aligner, screw nails, screws and hinges. 
Hinges are available either as mortise-type or flat back, 
depending upon the fold-aside door application. Acme Ap- 
pliance Mfg. Co., Acme Builders’ Hardware Div., Dept. AL, 
200 E. Railroad Ave., Monrovia, Calif. 
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Add A Mat 

Washable, unbreakable and made in swirled 4%” inter- 
locking squares, Add A Mat is a do-it-yourself article with 
a variety of uses around the house, at the swimming pool, 
in the club, in the car, says manufacturer. The product is 
packaged in two kinds of cartons; one a rectangular box 
that contains a mat 14” x 23”, made of 15 squares, the 
other is a cube-shaped box containing 12 squares. Colors 
are red, black, white, green, turquoise and yellow. Yardley 
— Co., Dept. AL, 142 Parsons Ave., Columbus 15, 
Ohio. 
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Prefinished Economy Hardboards 

Two new prefinished hardboard panels designed for the 
do-it-yourself market are announced. One, primarily for 
wall application, has been named Oregonbord Plank-ette; 
the other, designed for both ceilings and walls, is called 
Oregonbord Score-tex. Both are 4” economy hardboards. 
Plank-ette is a v-grooved design in random plank pattern 
available in 4’ x 8’ panels. Score-tex is made in handy one- 
man-sized 4’ x 4’ panels. Deep-cut v-grooves score the 
panel into perfect 16” x 16” squares, giving each panel nine 
decorative squares. Chapman Mfg. Co., Dept. AL, Cor- 
vallis, Ore. Circle No. 234 on Coupon. page 88 


Easy-to-Use Tube Container 

A new easy-to-use tube container for its 20¢ tube of 
Rogers Glue is announced by the manufacturer. Decked 
with the same red and yellow brilliant design combination, 
the tube is topped by a %” metal nose-like projection which 
allows the user to spread the glue evenly, smoothly, 
cleanly, it is said. The top of the projection is pricked open 
with a common pin and can be sealed again by a common 
pin, it is said. Crystal clear, Rogers Glue is said to stick 
with an iron grip on wood, leather, fabric, rubber, glass, 
crockery, etc. Rogers Isinglass & Glue Co., Dept. AL, 210 
Eastern Ave., Gloucester, Mass. 
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What's Your Answer? 
(Questions on page 81) 


Package selling. See ad, page 21. 
About 1.1 million. See article, page 32. 
(1) Tendency for nails which have been anchored in 
wood framing to gradually work out and (2) the bead- 
ing or ridging that sometimes takes place at joints. 
See ad, page 17. 
A new perimeter and cavity wall insulating material. 
See new product item, page 62. 
Craftwall birch paneling. See ad, inside front cover. 
(1) Portable jig and (2) a hand router. See article, 
page 58. 
All necessary parts, plus screws and installation in- 
structions for 4-panel and 2-panel doors. See ad, 
pages 14-15. 
Paying cash awards for usable suggestions. See 
article, page 54. 
(1) Sheathing paper, (2) protecting-curing fresh con- 
crete, (3) protecting floors, (4) protecting equipment 
and (5) protecting unfinished brick courses. See ad, 
page 24. 

10. Erection of a pole-frame “rest house” at the county 
fairgrounds. See article, page 48. 





























Mac’s rolling in the stuff — since he started 
suggesting “Scotcn” Brand Masking Tape 
with every paint sale! 
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ausiness, PAYS OFF” 


Your Winslow representative can call on you, at your convenience, and prove, 
with "details and facts’, how you can set up a profitable Winslow Ready-Mix 
plant at a reasonable overall! investment. 


— — 


Here are some 
typical dealer 
reports... 


“our Binanbatch in- | 3%) 
vestment paid for it- 

self in approximately | 
one year”... “big | 
increase in tie-in sales 

since handling Ready- 

Mix in our yard”... 

“we get additional bus- | 
iness in our area be- 
cause we sell Ready- 
Mix.” Take advantage 
of the Binanbatch 
Ready-Mix profits . . . 
have our representa- 
tive prove to you a 
minimum investment 
puts you in the Ready- 
Mix business. 


Pen, 


Send coupon for 
complete details. 


4 


Actual photograph, Ready-Mix  instaila- 
= at Huston Lumber Company—at Carey, 
° 


WINSLOW SCALE CO. 
P. ©. Box 1198, Terre Haute, ind. 
Please send information on Bin for Ready-Mix 
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your biggest 
profit line 


your fastest 
selling line 
bl 


f= 
pul 


Red Devil Tooks. 


2400 Vauxhall Road, Union, N: J., U.S. A. 








( Here's the one thar ) 


WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 











Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
ves you by far the 

t profit margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fal! out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. Yeu can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
e Packed twelve 1-lb. cans or six 

4-lb. cans to case. Keep some of each on dis- 
lay. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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COMPANY 


Box 804-B 
Des Moines, 
lowa. 


84 





Plumbing Merchandiser 


The Plumb Shop quick service mer- 
chandiser is an all-metal display, 
which both stores and sells all the 
chrome-plated flextble supplies, _fit- 
tings and valves necessary for every 
water supply hookup, including kitchen 
sink, wash basin and toilet, says 
maker. A plumbing sales department 
in itself, it is designed for the do-it- 
yourself customer. Flexible supply 
pipes bend by hand to any direction 
or shape, it is said. Precut lengths, 
from 12” to 36”, do away with cutting 
and threading and the right connect- 
ing-head for the particular job elimi- 
nates extra work, fittings and equip- 
ment, says manufacturer. Plumb Shop, 
Dept. AL, 1341 Temple, Detroit 1, 
Mich. 
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Christmas Spray Pack 

A handy Christmas carry-home car- 
ton, with four aerosol cans of paint 
in holiday colors and a special spray 
nozzle, is especially designed for the 
home decorator. Called Christmaspray 
Pack, the attractive three-color car- 
ton contains four cans of silver, gold, 
red and white paints for spraying 
Christmas trees and branches, pine 
cones, wreaths, ornaments and decora- 
tions. Included in the pack is the new 
Seymour splatter-spray nozzle for 
achieving interesting splatter patterns 
on the Yule decorations. Seymour of 
Sycamore, Dept. AL, Sycamore, III. 
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J-M Built-Up Roofing 

A new 16 mm color sound motion 
picture, entitled “One Hundred Years 
of Roofing Experience,” has a running 
time of 20 minutes and shows the step- 
by-step procedure for applying J-M 
built-up roofing. The newly produced 
movie, which is now available, empha- 
sizes the fact that J-M has had a cen- 
tury of experience in the production 
and development of roofing materials. 
Johns-Manville Sales Corp., Dept. AL, 
22 E. 40th St., New York, N. Y. 
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All-Aluminum Mailbox 


The new Mailmate all-aluminum 
mailbox, in gleaming color combina- 
tions, is vividly mounted in its self- 
contained merchandising display unit. 
Size of double-folded, slick-finished 
unit is 14” wide, 8%” high, holding 
mailbox 12” high. Mailmate display 
units are packaged in colorful red, 
white and black gift boxes. The Dura- 
flex Co., Mailmate Div., Dept. AL, 3500 
N. W. 52nd St., Miami 42, Fla. 
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Crayons and Pencils 


A new, compact counter display of 
lumber crayons and carpenter pencils 
takes little space. Constructed of 
sturdy maple and metal, it is 644” x 
1042”, and contains six dozen assorted 
color marking crayons, three dozen 
assorted carpenter pencils. The Jo- 
seph Dixon Crucible Co., Dept. 
A & SP-AL, 167 Wayne St., Jersey 
City 3, N. J. 
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Carded Hardware Line 

Tradenamed Cardware, a new line 
of carded household hardware is 
mounted on cards by the new skin 
pack method, which protects the mer- 
chandise with clear plastic yet dis- 
plays it to the best advantage. The 
cards themselves can be used either 
in bins or hanging on racks. Each is 
done in four colors for eye appeal and 
customer recognition. The line in- 
cludes such items as magnetic catches, 
door stops, window hardware, cabinet 
knobs and hinges as well as a wide 
selection of early American cabinet 
hardware. Prestige Hardware Corp., 
Dept. AL, 4353 Valley Blvd., Los 
Angeles 32, Calif. 
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(“ess Genuine ~ 
Lustro PANELOK | 
THE Zia WALL PANELING 


EASY TOCLEAM = OURABiE EASY TO INSTALL 


Lustro Wall Paneling 

A versatile display board shows 
swatches of Panelok striated plastic 
wall paneling. Only 19” x 29”, it has 
an easel back and metal eyelets so 
that it can be placed on wall, floor, 
counter, or in the store window. 
Swatches of the 12 glowing permanent 
colors in the line are mounted on the 
board. Panelok can be cut, sawed or 
drilled, mounted on any dry wall and 
resists water, dirt and scratching, says 
maker. Lustro Tile Corp., Dept. AL, 
1066 Home Ave., Akron, Ohio. 

Circle No. 243 on Coupon, page 88 


Cedar Shingles and Shakes 


Dealers and builders who maintain 
model or display homes and who use 
cedar shingles and shakes for either 
roofs or exterior walls may now ob- 
tain informative literature designed 
specifically for handout. “Roofs of 
Genuine Red Cedar” and its companion 
piece, “Walls of Genuine Red Cedar,” 
stress the beauty and value of cedar 
shingles and shakes as exterior build- 
ing materials. Space is provided on 
the front of both pieces of literature 
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for imprinting the dealer’s name. Red 
Cedar Shingle Bureau, Dept. AL, 5510 
White Bldg., Seattle 1, Wash. 

Circle No. 244 on Coupon, page 88 


Baldwin Cards Door Knockers 

Baldwin English style No. 300-OC 
and Studio style No. 331-OC door 
knockers are now protected from dam- 
age and soiling by transparent, con- 
toured plastic bubbles, which also en- 
close correct number of fasteners. The 
result is extremely colorful and com- 
pact self-service units. All Baldwin 
door knockers are made of precision 
forged solid brass. Baldwin Hardware 
Mfg. Corp., Dept. AL, 841 Wyomissing 
Blvd., Reading, Penna. 
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Here's a better way 
to merchandise doors 
Use Multiplex Door Displayors 


For best results, we recommend that full-size 
sample doors be grouped according to use, 
finish, style, or price. This can be done on any 
floor model or wall model Multiplex. And dis- 
play doors may be sold at full price . . . rubber 
roller separators prevent damage from han- 


Look at the floor plans of any authority on store 
layout, and you are almost certain to find 
Multiplex employed for door display. There 
must be a reason Multiplex has become such a 
standard, and there is. Let us give you the 
complete story, including specifications and 
prices. Mail the coupon today. 


Show it well, and it will sell! 





ULTIPLE 


DISPLAY FIXTURE CO. 


907-917 North 10th St. 
St. Louis 1, Missouri 








Please send me Door Displayor information. 
Name 
Company 
Address 


City & State 
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HELP WANTED 











ESTIMATOR AND A DETAILER 

One of the oldest architectural mi!lwork com- 
panies in middle Atlantic States has the op- 
portunity for permanent position of estimator 
and a detailer of qualified experience. Ouick 
advancement to properly qualified applicant. 
Business opportunity of the territory a chal- 
lenge to man with ambition. Please furnish 
complete statement of your Be — 
and ability which will be treated strict 
confidence. Address B ox Z-34 ae Lum- 
berman, Inc. 


SALES PROMOTION POSITION AVAILABLE 
for an experienced man in the midwest with a 
large well-established lumber manufacturer. 
Opportunity for an aggressive, capable sales- 
man who can build sales through effective 

romotion. Address Box A-2], American Lum- 

erman, Inc. 


LUMBER SALESMAN 
West Coast Manufacturer and Wholesaler de- 
sires to employ experienced Fir lumber sales- 
man. To operate sales office in a major Mid 
West or Eastern area. Address Box A-22, 
American Lumberman, Inc. 














SITUATIONS WANTED 











| BUSINESS OPPORTUNITIES 








CONSTRUCTION & MAINT. EXECUTIVE 
Age 48, White. Formal training in Liberal 
Arts, Accounting, Business Administration, 
Business Law and English — 22 years in Gen- 
eral Construction field principally with AAA 
firms. Experienced in programming, co-or- 
dinating, and supervising all phases of Constr. 
& Maint., Estimating. Cost Control, and di- 
recting field operation. Desires connection 
with established Firm or Gen. Contractor 
where experience can be fully utilized. Prefer 
Northern Illinois or Iowa, Wisconsin or Minne- 
sota but will ¢ ider other locati Address 
Box A-39, American Lumberman, Inc. 








SALES REPRESENTATIVES 
AVAILABLE 








LUMBER—Bldg. Supplies & Prop—(Retail). Lo- 
cated oa town Texas. sldg. frame—3 
rooms—Z sheds—z2 trucks. Owner since 1945. 
Receipts $10. Ou0. Iliness compels sale. 
RENDLOG SALES COMPANY 
1780 Broadway, New York City. Pl 7-5345 





BUSINESSES FOR SALE 








FOR SALE OB LEASE 
Woman wants to get out ms ae lumber out, 
ness. 
or eae ewe store in “wonderfal ise 
yond company, 


Fourth Ave., Yuma, a. 











Manufacturers’ Representative with estab- 
lished following serving lumber yards and 
building trade. Chicago area, seeks addition- 
al line of merit. Have warehouse facilities. 
Address Box A-23, American Lumberman, Inc. 





Wanted by experienced salesman with estab- 
lished t-ade in Middle Atlantic and South- 
easteru States, line of Ponderosa and Fir 
frames for manufacturers of window units. 
Address Box A-30, American Lumberman, Inc. 





Manufacturers Representative with yey od 
among Building Material, Hardware and A 
chitectural Distributors "interested in aw 
or esta d quality lines. Manhattan. 
estchester, S. Conn., Long Island and North 
Jersey. Offers dependable sales coverage. 
we and creative merchandising. Address 
Box 2-26 American Lumberman, Inc. 





SALES REPRESENTATIVES 
WANTED 











DETAILER AND BILLER—Large architectural 
millwork concern located midwest seeks a 
competent detailer and biller for church and 
school work. Send resume of experience, age, 
expected salary and when available. Excel- 
lent opportunity. Address Box A-26, American 
Lumberman, Inc. 





SITUATIONS WANTED 











IN LUMBER OR BUILDING INDUSTRY 


Owned and operated lumber yard very suc- 
cessfully in large industrial area near Chicago 
for 18 years, desires position in California. 
Age 39. Experienced background in material 
merchandising, sales pr ad- 
ministration and purchasing. ‘Sold to con- 
sumer, contractor, and large industrial trade. 
Address Box A-27, American Lumberman, Inc. 








BOOKKEEPER 
Prefer distribution yard, wholesale or some 
manufacturing. Consider any vacancy. Fa- 
miliar lumber terms. Been self employed for 
some time. Prefer other. Middle age. Ad- 
dress Box A-28, American Lumberman, Inc. 





ACCOUNTANT 
OFFICE - CREDIT MANAGER 

Seeks Manager, Treasurer position or future. 
Employed major Michigan yard. Graduate 
accountant, extensive trade experience plus 
banking background. Excellent record and 
references. Married, age 39. Relocate any- 
where for opportunity. Address Box A- 
American Lumberman, Inc. 





Retail Manager now employed, desire change. 
Due to death of owner yard is for sale. Mid- 
dle aged, married, Protestant. Honest. capa- 
b'e and efficient all phases. Best references. 
Can take complete charge. Address Box A-36 
American Lumberman, Inc. 





Position Wanted 

As lumber buyer for well rated wholesaler. 
Thorough knowledge of grades, manufacture 
and quality, all western species. Experienced 
cargo, truck and rail shipments. Twenty years 
lumber experience, straight commissioa or sal- 
ary plus. ope 39, married. sober, reliable, 
bondable. rite R. D. Mulka, Box 107, Bock 
Spriags, Wyo % 
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Manufacturers’ Representatives needed for all 
48 states. Brand new “Do It Yourself’’ prod- 
uct. Can be sold through lumber yards, hard- 
ware and paint outlets, etc. Contact: Aacon 
Industries, Inc., 2303 Coney Island Ave., 
Brooklyn 23, N. Y. 





WANTED — RAILS 











RAILS. New and Relaying 
Bought and Sold 
1660 Geod Serviceable 
Kile Trucks in stock 
M. K. FRANE 
480 Lexington Ave., New York 17. N. Y. 
401 Park Bldg... Pittsburqh 22. Pa. 
105 Lake Street, Reno, Nevada. 


FOR SALE: Several retail lumber yards in ex- 

ding area. Conunuing growth is assured. 
Can be solid singly or as a group; wiin or 
without reai esta:e. Inquiry invited. Details 
turassned when interest and abuity are estab- 
lished. Address Box Z-43 American Lumber- 
man, Inc. 





BUILDING MATERIAL and Lumber Yard. close 
to muilion doliar voiume, can be increased. 
Finest location, main highway junction. Mod- 
ern buildings, 96 miles to New York City. 
Exce,lent monetary return. Principais only. 
Address Box A-33, American Lumberman, Inc. 





For Sale. to settle estate: Old established lum- 
ber, hardware and teed business. Un Rail- 
road, own Si Mrs. Andrew J. Horohoe, 
Delanson, New York. 





FOR SALE —Lumber and building material 
ya.d in Southern VDougias County, Uregon. 
Wil sell inventory and equipment and lease 
land and puud.ing. Smal. investment can han- 
die. Address sox A-34, American Lumberman, 
Inc. 





Building Material, Coal and Paint. Average 
last nve years $175,000. Excellent profit rec- 
ord. 35.000 inventory. Best town of four 
thousand in western Michigan. Good farming 
and resort area. inventory at cost. reasonable 
appraisal on equipment. ill lease land and 
buiidings = sel. complete. $25,0uu will handie 
for mght rty. Other interests reason for 
sale. hadiees Box A-36 American Lumberman, 
Inc. 





RAILS — FOR SALE 











New and reconditioned relaying rails. all 

weights, for dry kilas and other purposes. 
ees STEEL CORPORATION 

518 Dryden St., Charleston, W. Va. 





MACHINERY WANTED 











Wanted—A used Diehl No. 33 rip saw or equal 
for Colorado mill. 

Stewart Lumber Company 

1002 East Seven Mile Rd. 

Detroit 3, Michigan. 





TIMBER & TIMBERLAND 
WANTED 











WANTED TO PURCHASE 
Standing timber in Eastern Canada or North- 
ern New England. If interested please fur- 
nish full rticulars. Address Box A-31, Amer- 
ican Lumberman, Inc. 


LUMBER & DIMENSION 
FOR SALE 





Wanted—good poy active wholesaler 
—well-rated, also good 
for Canadian market, i, sell Geoen to PAD 
Western White Spruce dimension, dry boards, 
pattern stock, and dry dimension. From good 
British Columbia pianing mill. Capacity ap- 
proximately 15 million per year. Owned by 
responsible Inland Empire American company. 
Plant investment—about $200,000. — in- 
ventory. Can increase capacity— and ship 
quarter off dimension and ALS Waite fully 
Box A-32, American Lumberman, Inc. 








LUMBER FOR SALE 
Midwest distributor liquidating inventory. Re- 








| USED MACHINERY FOR SALE 





One 6 ft. Prescott Resaw. 
Cendition. 


THIEM PRODUCTS, INC 
9600 W. Rogers Street 
Milwaukee 19, Wisconsin 





One Used Covel Saw Stretcher. Price One 
Hundred and vig * Dollars. National Lumber 


Co., woe, 





g stock can be s. a ged § on i storage- 
in-transit rate. east and south Missouri 
River. Address Box A-37, nw ad Lumber- 


man, Inc. 


MISCELLANEOUS FOR SALE 














CARPENTERS APRONS 
Weite for prices and information. 
THE MINNESOTA SPECIALTY CO. 
Minneapolis. Minn. 
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INDUSTRY FORECAST 


(begins on page 32) 





Legislative Outlook 


By John H. Else 
National Affairs Counsel 
Nat-onal Retail Lumber Dealers 
Association 


In 1958 both major _ political 
parties will be vying for votes and 
there will be a large amount of legis- 
lation introduced in the Congress 
which will appeal to various groups 
of voters. Unfortunately, in an elec- 
tion year, it’s the squeaky wheel 
that often gets the grease. 

Sputnik and the missile race may 
well increase our defense budget to 
a point where a tax reduction can- 
not be accomplished without an 
unbalanced budget. No one knows 
what effect the McClellan Commit- 
tee hearings will have on labor legis- 
lation. Neither do we know to what 
extent the civil rights issue will 
affect legislation in 1958. 

These and other questions make 
it extremely difficult to predict the 
action of the Congress in legisla- 
tive affairs affecting the retail lum- 
ber and building materials dealer in 
1958. However, there are certain is- 
sues which, in my opinion, will re- 
ceive consideration next year. 


Wage-hour extension. It ap- 
pears fairly certain that there will 
be a renewed drive for legislation 
to extend the coverage of the Wage- 
Hour law to some retail and service 
establishments. NRLDA has _ op- 
posed in previous hearings any ex- 
tension of coverage. 

Too many retailers are being 
lulled into a false sense of security 
by statements that this legislation 
will not cover the small retail estab- 
lishment. However, small firms must 
compete in the same labor market as 
the larger firms and will therefore 
be affected by the law. Also, if the 
legislation is approved, it is only a 
matter of time before the extension 
will include more and more retailers. 


Housing legislation. No major 
legislation in the housing field is on 
the horizon. There will probably be 
an attempt to step up the public 
housing program and to create a 
so-called middle income housing pro- 
gram calling for direct federal loans 
at a low interest rate. NRLDA, as 
in the past, will oppose these pro- 
posals. 

We hope to see legislation to re- 


‘peal the provision of the Housing 


Act of 1957 calling for discount con- 
trols on FHA and VA mortgages. 
There will probably be an attempt 
to continue the direct loan program 
of the Veterans Administration. 


This iegislation was vetoed by the 
President this year. 

NRLDA hopes that next year will 
bring action by the Congress on 
legislation to require the filing of a 
notice of a Federal tax lien before 
such a lien becomes valid, as against 
mechanic’s liens. The recent action 
by the American Bar Association 
endosing this legislation should aid 
immeasurably in getting Congress 
o consider this proposal. 


Higher Building Wages 


Wage rates are expected to climb 
in 1958. Economists representing 
202 industries reported on 1958 
wages to F. W. Dodge Corp. as fol- 
lows: up, 149; no change, 42; down, 
9. 

The latest report (Oct. 29, 1957) 
from the Department of Labor 
shows that building trade rates are 
about 5% higher than a year ago. 
Here are some of the representative 
scales from around the country. 
City Bricklayers Carpenters Laborers 
Boston $3.25 $2.45 
Chicago 3 
Cleveland 
Dallas 
Jacksonville 
Kansas City 
Los Angeles 
Montgomery 
New York City 
Phoenix 
San Diego 
Seattle 
Shreveport 








Trade Mark 


Registered 





DOUGLAS FIR 


PONDEROSA PINE— SUGAR PINE 


WHITE FIR 


INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 
Sales Office at Susanville, California 


ANDERSON, CALIFORNIA 
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P.O. Box 137 — Tel. 31595 


@ FABRICATED BOXES 


Macon, Ga. 


Milledgeville, Ga. 
Chase City, Va. 


Arkwright, Ga 
Jackson, Ga. 


Jeffreys - MeElrath 
MANUFACTURING COMPANY 


MACON, GEORGIA 
@ DOMESTIC AND EXPORT 


@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 


Daily Capacity 300,000 feet 
Factory Locations 


Keesviile, Va. 
Raleigh, N. C. 
Oxford, N. C. 
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In our complete line, there is a Ridge Door for every home, taste and budget. 
Circle No. 56 on Coupon, page 88 


For lasting Beauty and Protection— 


choose ‘ie Ridge pe 


Decorator Styling and 
Superior Craftsmanship are 
carefully blended to 

bring you the finest in 
overhead doors! 


DOOR COMPANY 
MONMOUTH JUNCTION, N. J. 
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= oe effective the marketing of lumber 
A D products. This action is part of a 
D aa A & = me PA aa ee four-point program for the 1957-58 
me a Hoo-Hoo year, namely: (1) The 
- ~ promotion of forest products and 
the use of wood where wood is best, 
(2) cooperation with all industry 
education programs, (3) the adop- 
tion by each club of the youth pro- 
gram to educate young people in 
the use of wood and wood products 
and (4) a committee charged with 
the responsibility of watching and 
combating legislation detrimental 
to use of wood. 

The Supreme Nine reconfirmed 
the 1958 and 1959 convention dates 
at Las Vegas, N. M., and Duluth, 
Minn., respectively. 


or ad : Dealers Active; 


i pt Me PN. 


HOO-HOO'S SUPREME NINE and officers at Milwaukee meeting, left to right, seated, Buy and Sell 
secretary Ben F. Springer, Snark of the Universe Ernie L. Wales and treasurer Edwin : ; . ‘ 
Fischer; standing, associate editor of Hoo-Hoo Log and Tally Harold R. Wenninger, _f ontrolling interest in the Glen 
Arcanoper R. W. "Dick" Scott, Scrivenoter Robert A. Mason, Senior Hoo-Hoo S. Eugene Newton Lumber Co., Inc., Nevada, 
Madden, Jabberwock Allen Seiffert, Gurdon Hubert F. Heying, Bojum James G. Miller, Iowa, has been sold to the Hart 
Custocatian Donald M. Bufkin, Junior Hoo-Hoo Charles Lampland and Supreme Hoo- Lumber Co., Newton, Iowa. The 
Hoo Grover G. Perdew. new firm will be known as Hart- 

Newton Lumber Co., and Hart will 


Hoo-Hoo Approves Wood Promotion Program — eect of the business 
Jan. 1. 


At the annual meeting of the Hoo clubs take an interest in the in- Sale of the complete retail lum- 
Supreme Nine and officers of the dustry effort and set up definite beryard operations of the Dane 
International Concatenated Order of committees on wood promotion. It Lumber Co. to the Fullerton Lum- 
Hoo-Hoo in Milwaukee recently, the was recemmended that clubs co- ber Co., in Beloit, Wis., is an- 
industry problem of wood promo- operate with the recently organized nounced. Acquisition of the lum- 
tion was the main subject. National Lumber Council, whose ob- beryard will permit the Fullerton 

It was recommended that Hoo- jective is to improve and make more company to expand its precision- 
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built homes industry, states man- 
ager A. M. Peterson. Fullerton 
makes component parts for homes, 
cottages, garages and mobile 
homes. 

O’Malley Lumber Co., Phoenix, 
Ariz., has purchased the Bell Lum- 
ber Co. yard at Wellton and will 
form a new corporation, O’Malley- 
Smith Wellton Co. The yard is the 
19th retail lumber outlet in the 
O’Malley chain, reports assistant 
secretary Ted O’Malley. 

The Bertelson Lumber Co., Al- 
bert Lea, Minn., has been sold to 
Thompson Yards. Don Martinson, 
manager of the Bertelson yard 
since 1951, will remain as manager 
for Thompscn. 


Northwestern Meeting to 
Feature Panel Sessions 


With a full program built around 
the who, what, why, when, where 
and how of a successful lumber 
business, the 68th annual conven- 
tion of the Northwestern Lumber- 
men’s Association, to be held in 
the Minneapolis, Minn., audito- 
rium, Jan. 14-16, 1958, is expected 
to break all previous attendance 
records. 

According to W. H. “Bill” 
Badeaux, the association’s execu- 
tive secretary, the business pro- 
gram will consist of panel sessions. 
Panel topics, which were selected by 


dealers through an association sur- 
vey, include: Financing, Credits 
and Collections, Panel Housing and 
Merchandising. 


The Maryland Lumber Co., Balti- 
more, Md., recently observed its 
Golden Anniversary by holding an 
open house at its headquarters. Hosts 
at the party were the firm’s founder 
and president Benjamin Kolker, vice- 
president Fabian H. Kolker, and treas- 
urer M. Budd Kolker. Now occupying 
new quarters, the 50-year-old firm has 
80,000 square feet of space under 
roof and over seven acres of outside 
lumber storage area. 


William C. Patterson has been ap- 
pointed general manager of the Ward 
Lumber Co., Jay, N. Y., and E. Dicker- 
son has been named company forester, 
according to Sidney J. Ward, a long- 
time lumberman and owner and found- 
er of the firm. 


Richard L. Craigo, owner of the Wil- 
son Lumber Co., Hot Springs, Ark., is 
serving as a District Governor of Ro- 
tary International during 1957-58. As 
governor of one of the four Rotary Dis- 
tricts in Arkansas, he will coordinate 
the activities of 31 Rotary Clubs and 
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Griffin Mfg. Co. 


Hager & Sons Hinge Mfg. Co., C. 
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he will visit each club during the year 
to assist in Rotary service activities 
and administration. The lumberman 
has been a member of the Rotary Club 
of Hot Springs since 1927. 


Harvey Lumber Co., one of the 
Chicago area’s oldest lumber com- 
panies, has opened two new branch 
yards, one in Elmwood Park and 
the other in Momence, III. 


OBITUARIES 


Rex A. Clark, 54, chairman, 
Lumber Grades committee, 
Southern California Retail Lum- 
ber Association and _ general 
manager, Sun Lumber Co., San 
Pedro, died unexpectedly of a 
heart ailment recently. He is 
survived by his widow and two 
daughters. 


George Lounsberry, 74, presi- 
dent emeritus and senior direc- 
tor, Southern California Retail 
Lumber Association, died in Los 
Angeles recently. He founded 
and was president of the Lum- 
ber & Allied Products Institute. 
In 1904, he joined his father, 
Frank Lounsberry, who had 
opened a yard in Los Angeles. 
In 1905, he joined a newcomer, 
Walter Harris, in forming the 
firm of Lounsberry & Harris and 
they took over his father’s busi- 
mess. This concern operated for 
52 years. He is survived by his 
widow, Leotice, and a_ grand- 
daughter, Gweneth. 











National-American Wholesale 
Lbr. Assn 

National Gypsum Co, 

North American Asbestos Corp 


Pacific Lumber Co., The 
Ponderosa Pine Woodwork 


R-B Co., The 
Red Devil Tools 
Republic Steel Corp., 

Truscon Steel Div 
Richards-Wilcox Mfg. Co 
Ridge Door Co 
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Union Lbr. Co. . 
U. S. Plywood Corp 


Weather-Proof Co., The 
Western Pine Assn. 
Weyerhaeuser Sales Co, 
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Garden Tool Suggester 

This garden tool suggester placed 
near the store’s entrance is doing a 
super selling job for Christian Lum- 
ber Co., Redding, Calif. “It was 
such a simple idea,” manager Cecil 
Jones says, “that we had grave 
doubts as to whether it would work. 
But it did. We’ve doubled our gar- 
den tool sales since using this floor 
suggester.” 

Manager Jones adds that he sel- 
dom sells from the display. Garden 
tools are further displayed at a 
large wall rack and also in the sell- 
ing section of the warehouse. When 
a sale is made from the suggester, 
the tool is taken from the yard’s 
regular stock. 


oe 


Measuring Made Easy 

The supports in the lumber shed 
of the Linden Lumber Co., Manas- 
quan, N. J., have been marked off 
so that they also act as rulers for 
eustomers as well as yardmen. 


90 


Planning Center 
Features Trade-in Homes 


The home planning center at 
Valley Building Supply, Kennewick, 
Wash., includes a chalk board on 
one wall. On this chalk board man- 
ager D. L. “Bud” Shanafelt writes 
up the details of real estate made 
available as a result of the firm’s 
complete package merchandising 
plan for remodeling and new con- 
struction. He reports this board has 
been responsible for some worth- 
while business. 


PRESS BUTTON 
\, MERE FOR Stnvice | 
ANSWER SPENER a 
: Please 
WAIT HERE FOR SALESMAN 





Customer Answer Service 


Several microphone and_loud- 
speaker stations have been set up in 
the yard of the Linden Lbr. Co., 
Manasquan, N. J. Customers sim- 
ply press a button, then ask their 
question. The answer comes 
through the loudspeaker operated 
by an information clerk inside the 
store. 

If a salesman is required, the cus- 
tomer just stands at the particular 
station and one is assigned to an- 
swer the call. 

This system permits customers to 
roam the yard and also personal at- 
tention whenever they need it. Also 
relieves personnel for other duties. 


* 


Stencils Lumber Bins 

Easy selection of lumber items is 
promoted by the use of stenciled 
letters and figures on the founda- 
tion beam of the covered lumber 
racks at Coleman’s Builders Supply, 
Pocatello, Idaho. 

First the foundation beam was 
painted white. Then the item identi- 
fication was painted in black. Thus, 
bins are marked “‘2x4 10 Green” and 
the like. 

Coleman laid out his bins so the 
lumber is piled on a diagonal rather 
than at right angles, thus affording 
wider alleyways. This permits him 
to have the alley at least two feet 
wider than otherwise, still allow- 
ing for lengths up to 20 feet in the 
bins. 


Air Rights 

Why waste overhead space in 
stores when you can get attention 
through hanging displays from ceil- 
ings? Sibley Lumber Co., Livonia, 
Mich., displays cartop carriers over- 
head as seen above. 


December 9, 1957, AMERICAN LUMBERMAN 





i ia ) ae 


= * 


NEW HUSTLE FOR ‘58 ... CHEVROLET 
MEDIUM- AND HEAVY-DUTY HAULERS 














New V8 power! New 6 stamina! 


New Chevrolet trucks 

bring you modern V8 engines 
with more staying power... 
great 6's built to keep 

on delivering on job after 
job after job. And a V8 so 
new in design it even looks 
different on the outside / 


Here’s modern truck power from 
Chevrolet! Standard in middle- 
weight Series 50 L.C.F. models is a 
new edition of the Heavy-Duty 
Taskmaster V8 with 160 h.p. for 
fleet hauling and new durability fea- 
tures such as Stellite-faced exhaust 
valves. Standard in Series 60 models 


Latest editions of the “‘Big Wheel’’ in trucks 


is the famous Jobmaster 6 with more 
power than ever (150 h.p.) and more 
built-in dependability as well. 

And standard power in Series 70 
and 80 models is new and better, 
too! The big Heavy-Duty Super 
Taskmaster V8, rated at a high 175 
h.p. brings you new features that 
mean dollar-saving efficiency on jobs 
that work a truck hard. 

But that’s not all! Series 90 and 
100 trucks provide a new kind of big 
truck power, the 230-h.p. Work- 
master V8, with revolutionary 
Wedge-Head design. It develops 
high power and torque at fuel-saving 
low r.p.m. See your Chevrolet 
dealer about Chevy’s new brand of 
hustle! . . . Chevrolet Division of 
General Motors, Detroit 2, Mich. 


All-new Workmaster V8 with 
Wedge-Head design! Com- 
bustion chambers are wedge- 
shaped to get extra power, 
top economy from regular 
grade fuel! 





NEW CHEVROLET TASK-FORCE 58 TRUCKS 27S raw 
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TO FORMIcy PROFITS ! 


Famous Formica laminated plastic finds its way 


into American homes from many different directions. 


Because no brand name in the entire building field 


3. New Formica adhesives of the contact bond type 
have permitted crews to apply Formica to walls 


both in new and remodeled houses. 


is more favorably known and wanted, dealers and : ; 
contractors are finding worthwhile profits in the 4. Many packaged kitchen dealers are selling Formica 
sales of this versatile material in a form that custom top service and contracting with an 
best fits their specific operation. established fabricator to produce them. 


1. If you stock and sell sheets, you will find good If you are not selling Formica through one or 


distributor stocks nearby allow you to offer the more of these ways, you are missing profit 


entire color line to professionals and opportunities that can be yours for the taking. 
do-it-yourselfers alike with good turnover : : 
‘ : There is a Formica representative near you who 
and low inventory investment. ees ‘ 

can give you complete information. If you'll 


2. If you have a wood working shop in operation, indicate your interest by sending the coupon, 
you'll find a ready market for fabricated tops we'll have him call you and send a free copy of a 


for kitchens and Vanitory« units. brochure titled ‘‘How to Make Money with Formica.”’ 


Formica Corporation, Subsidiary of ——E¥ANA™ 1D 
4630-7 Spring Grove Avenue, Cincinnati 32, Ohio 

I’m interested in talking to a Formica representative and 

in your free brochure ‘“How to Make Money with Formica.” 


ORMICA”’ 


Laminated Plastic 


CRPULTy, 
G » > 
* Guaranteed by % 
Good Housekeeping 
y * 
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